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Learning and Earning 


There can be no standing still in today’s highly competitive business world. 
Our “earning power” has become increasingly dependent on our “learning power’’. 
When learning stops the opportunities for future growth in earnings also stop 


or are greatly diminished. 


Penn Mutual underwriters have been quick to realize these facts of life. 

174 have voluntarily completed the Company’s new Extension Course and 
received the above diploma. Another 587 underwriters are currently enrolled 

in this home study course to better their knowledge of the life insurance business. 


The Company also offers courses in Advanced Underwriting for established 


Pe underwriters and periodically conducts Pension Trust and Profit Sharing 


independence 
stands The 
PENN MUTUAL 


Schools throughout the country. Further, the Company encourages its field 
associates to take L.U.T.C. courses and become candidates for the C.L.U. 


designation by subsidizing the tuition costs. 


We are proud of the fact that Penn Mutual underwriters have a continuing 
thirst for knowledge and are happy to make these facilities available to them. 
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. .. in his father’s footsteps 









Steve Neas has known Paul Revere for all of its twenty-five years. 


He entered its sales organization as an agent; later learned to know it as a 






general agent when he earned promotion from the ranks. 
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MES So, when son Earl was ready to take his place in the business 
Se <} 






world, it was natural that Steve would encourage him to consider the 












opportunities afforded by Paul Revere. 
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Like father, like son... Earl also entered the sales organization as an 


ee ore aa 
KG. ‘ 
i 


agent; was promoted from the ranks to become general agent. 


Steve Neas and Earl Neas are but one of a number of family “teams” who 


represent Paul Revere across the country. 





They chose Paul Revere for the same reasons so many policyholders choose 





it... the guality of its product... the excellence of its reputation. 








) Paul Revere 


am LIFE INSURANCE COMPANY 


—, WORCESTER * MASSACHUSETTS 
DP) A ational Gnstitution... A header in tts Upield 


NON-CANCELLABLE ACCIDENT and SICKNESS + LIFE - GROUP 
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10-24-Life Package 
Groups Seen as Big 
Volume Producer 


Lowering Limits in Key 
States Has Brought Wave 
of Company Announcements 


BY ROBERT B. MITCHELL 


Reduction of the group life insur- 
ance limit from 25 lives to 10 in a 
number of important states, notably 
New York and Massachusetts, has set 
off in the last few months a wave of 
announcements of special group pack- 
age plans in the 10-24-life range. 

There is a tremendous market in 
this field. Thus far the sales have 
been considerably short of stupendous, 
but it is expected that during the 
months just ahead these plans will 
begin to catch on in an important way. 

One factor in the slow start, of 
course, is that summer is not the ideal 
time to start the promotion of a new 
product. More important, however, is 
the fact that to keep unit costs from 
getting out of line the companies gen- 
erally are handling these miniature 
group cases entirely through their 
agents rather than turning them over 
to group department specialists. This 
means it is necessary to excite the 
interest of the agents in the possibili- 
ties of these plans. 

A tremendous amount of time and 
thought has gone into making the plans 
simple and easy to handle. An applica- 
tion blank may consist largely of op- 
tional items to be checked. Tailor-made 
plans that can readily be formulated 
for large risks would increase the cost 
of small groups prohibitively. 

Commissions, in general, follow the 
the group pattern. Even though com- 
petitive considerations necessitate this, 
the entire sales process, including 
putting the group into force, has been 
so streamlined that an agent will be 
as well repaid for his time selling 
miniature groups as he will in going 
after the general run of ordinary bus- 
iness, 

Service commissions help make the 
small group attractive to agents. The 
usual service work handled by group 
Specialists will for the most part be 
done by agents. Of course, there are 
also collateral benefits, like writing 
individual insurance on members of 
the firms covered by group. 

The main point on which the compa- 
nies diverge in the handling of these 
10-24-life groups is their handling of 
the medical examination requirement. 
Some companies want examinations, 
some don’t, and some require them, 
depending on circumstances. 

Extreme ingenuity has gone into 
planning home office methods that will 
handle the small-group case, at the 
start and later on, at an expense ratio 
as close as possible to that of the 
full-size group case. For example, 
New England Life uses a double card 
arrangement so that one of the cards 


can be attached to a sheet that be- 
(CONTINUED ON PAGE 23) 
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MAY BE READY OCT. 3 


NAIC Group Names 
Committee to Draft 
A&H Advertising Code 


The first steps toward setting up an 
advertising code for the entire A&H 
industry were taken at a meeting at 
Chicago of the National Assn. of In- 
surance Commissioners subcommittee 
considering that subject. 

Director Pansing of Nebraska, advo- 
cate of a meeting of commissioners, 
representatives of the insurance busi- 
ness and of federal trade commission 
to work out a satisfactory solution to 
the A&H advertising problem, presided 
as subcommittee chairman. Two com- 
mittees were appointed, one to draft 
an advertising code and the other to 
develop administrative procedures. 

There were no dissenters to the 
approach suggested by the NAIC 
group, and many of those at the meet- 
ing expressed optimism over the plan. 

Previous proposals for a trade prac- 
tices conference with FTC resulted 
in differing opinions in industry 
quarters, some contending such a con- 
ference might be considered a submis- 
sion by the insurance business to the 
jurisdiction of FTC. The plan advanced 
by Mr. Pansing, however, has been 
described as avoiding this problem. 

Besides Mr. Pansing, the NAIC sub- 
committee members present were Com- 
missioner Gillooly of West Virginia, 
Julius S. Wickler, representing Super- 
intendent Holz of New York. Commis- 


sioners Martin of Louisiana and 
(CONTINUED ON PAGE 23) 
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Howard W. Kacy 
New President of 
Acacia Mutual Life 


Howard W. Kacy has been advanced 
from executive vice-president to pres- 
ident of Acacia 
Mutual Life, suc- 
ceeding William 
Montgomery who 
died of a cerebral 
hemorrhage Sept. 
3 


Mr. Kacy, who 
long served as Mr. 
Montgomery’s 
strong right hand 
and has been on 
the Acacia board 
since 1931, joined 
the company in 
1923 as assistant general counsel. 
Acacia then had less than $122 million 
of life insurance in force and only $6 
million of assets, compared with an in 
force total today of $1.4 billion and 
assets of more than $320 million. 

- e e 

Mr. Kacy, who will be 56 this month, 
practiced law at Huntington, Ind., 
following his graduation from the 
Indiana University law school. In 1931 
he became general counsel of Acacia, 
in 1935 vice-president, in 1942 1st vice- 
president and in 1951 executive vice- 
president. 

Prominent in American Life Con- 
vention affairs, Mr. Kacy was chair- 
man of its legal section in 1939. At 
least six other ex-chairman of that 
body, like Mr. Kacy, have gone on to 
become president of life companies. 





Howard W. Kacy 





Late News 





Bulletins... 








Gillooly Heads NAIC Life Committee 


Commissioner Gillooly of West Virginia has been named chairman of the 
National Assn. of Insurance Commissioners life committee succeeding the late 
Charles R. Fischer of Iowa. He is now in the process of making subcommittee 
appointments. In view of the controversy the variable annuity has stirred up, 
there is particular interest in the makeup of the NAIC special committee on 


variable annuities. 


N. H. Deputy Scores Variable Annuity 

NEW YORK—Deputy Insurance and Securities Commissioner Sheldon of 
New Hampshire expressed disapproval of the variable annuity in his talk 
Wednesday at the annual mutual funds sales conference here. He said he was 
against the use of the word “annuity” in this connection as being too closely 
associated in the public mind with fixed dollar income contracts. He declared he 
could see no “crying need” on the part of the public for variable annuity con- 
tracts. There was loud applause for the latter statement. Mr. Sheldon discounted 
common stock investments as an aid to keeping income in step with the dollar’s 
purchasing power. He also cited most of the other standard arguments against 
the variable annuity but said nothing on the favorable side. 


Claim Assn. Elects Linthicum President 

International Claim Assn. has elected Edwin Linthicum Jr., Travelers, as 
president to succeed L. L. Phelps, North American Life of Chicago. 

Also elected at the annual meeting at Lake Placid, N. Y., were O. D. Welch, 
Kansas City Life, vice-president, Louis L. Graham, Business Men’s Assurance, 
reelected secretary, and F. L. Templeman, Maryland Casualty, reelected treas- 


urer. 


Elected to two-year terms on the executive committee were Mr. Phelps and 
Samuel B. Reed, Connecticut General, both reelected, Lee Wilks, Lincoln Na- 
tional Life, Turner O. Houston, Peninsular Life, and Daniel A. McCabe, Pru- 
dential. Reelected to the committee for one-year terms were George Lane Jr., 
Metropolitan Life, Howard J. Le Clair, Mutual Benefit H.&A., Wallace Wessels, 
Phoenix Mutual Life, and Edward J. Bohne, Equitable Society. 
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Holz Wants Date 
of Birth Agreed on 
When Policy Issues 


N. Y. Superintendent Asks 
LAA Backing for Move, to 
Head Off Legislation 


NEW YORK—Insurance Superin- 
tendent Holz of New York would like 
to see the life companies make it a 
rule to clear up any possible doubt as 
to each applicant’s age at the time the 
policy is issued. He wants this done so 
as to eliminate those situations in 
which the insurer, at the time of 
death, questions the accuracy of the 
age given in the application and scales 
down the proceeds if the age has been 
understated. 

Mr. Holz advanced his suggestion at 
the annual meeting here of the Life 
Insurance Advertisers Assn. 

Disputes over a deceased policy- 
holder’s age occur rarely but Mr. Holz 





A. H. Thieman 


Leffert Holz 


indicated there had been enough of 
them so that some of the legislators 
had been to see him about the desir- 
ability of passing a law that would 
require companies to check into and 
determine the applicant’s true age at 
the time the policy is issued or else 
be barred from raising the question at 
the time claim is made. 


Mr. Holz thought that voluntary 
adoption of a checking procedure at 
the time policies are issued would be 
a salutary move and preferable to 
legislative action. 

The immediate reaction of the life 
company legal and agency department 
people who learned of Mr. Holz’s pro- 
posal was one of dismay. They said 
that insistence on each applicant’s 
furnishing satisfactory proof of his 
date of birth would kill many sales. 
At the same time, if failure to demand 
such data were to be regarded as a 
waiver of the right to question the date 
of birth at time of death, the tempta- 
tion to applicants to understate their 
ages would be substantially increased. 

Superintendent Holz also touched on 
the variable annuity, saying he had 
talked with proponents and opponents. 
He said he had not made up his mind 
as to whether he would favor or 
oppose the variable annuity in New 
York. He mentioned a number of con- 
siderations, particularly the need for 
precautions that would prevent over- 
enthusiastic salesmen from . giving 

(CONTINUED ON PAGE 28) 
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Policy Changes Made by 63 Companies 


In the last few months, since the publication of the 1955 Little Gem, 63 com- 
panies have made changes affecting their policies. It is expected that many 
more will be made in the months immediately ahead. 


Aetna—New non-par rate book; new 
plans added, some withdrawn. 

Aid Association, Lutherans—New “in- 
come protection” plan. 
American National—New 

coming. 
Atlantic Life—Reinstatement interest 
reduced from 6% to 5%. 
Baltimore Life—New policies. Non- 
medical limits increased. Disability 


rate book 


restrictions changed. 

Bankers, Ia.—Issues $10 monthly in- 
come disability. 

Beneficial, Utah—Introduced $10,000 
minimum policy. 

Brotherhood of L. F. & E.—Introduced 
settlement options. 

Business Men’s Assurance—Preferred 
whole life rates changed; age 70 
changed, special whole life. Ages 75 





representative. 


Agency and 

field underwriting 
opportunities 
available to men 
residing in the 

14 Western States. 











an old 
technique for 
producing 


Nowadays, you hear more people talking about 
new techniques for producing in the insurance business 
...and we think this is fine! But, we’d like to tell you 
about an old technique used by the men at the Capitol 
Life which boosted their income 33.8% during 1953. 

It’s an old technique you are very familiar with... 
a sales technique that is best described as being 98% 
perspiration and 2% inspiration. The men at the Capitol 
Life live by this technique which is why they are successful. 
However, quite often we find a new man who rates high 
on the “perspiration” side of the equation but doesn’t do 
so well on the “inspiration.” That's where we step in. 

When a new man joins the Capitol Life, he gets 
effective sales training that prepares him for the “tough” 
ones. He enjoys the use of proven sales aids along with 
a complete portfolio of competitive contracts with com- 
petitive rates. But we don’t stop there. Every Capitol rep- 
resentative gets better than average first year commis- 
sions, liberal sales bonuses...plus his personal Group 
Life and A&S coverages. These plus benefits along with 
an attractive company Pension Plan is enough to give any 
man the inspiration he needs. Just ask any Capitol Life 





“Sa INSURANCE COMPANY 


WRITE: Thomas F. Daly II, Vice President and Director of Agencie 


DENVER, COLORADO 








and 80 added for preferred whole life 
and special whole life. 


California-Western States—Premiums 


on some plans reduced; dividends on 
some plans increased. 

Carolina Life—Industrial death bene- 
fits changed. 

Colonial Life, N. J—Expands juvenile 
cover in New York; new mortgage 
cancellation riders. 

Columbian National—New plans. 

Connecticut General—Increases maxi- 
mum retention. 

Connecticut Mutual—Revised disabil- 
ity and double indemnity riders. 
Limits of insurance and reinsurance 
increased. Family income rates re- 
vised. Double indemnity rates re- 
vised. 

Continental Assurance—Major rate 
reduction. 

Eastern, N. ¥.—New family income 
riders. 

Equitable, Ia.—New limits. 

Farmers, Ia.—Disability for women 
issued at male rate. 

Farmers & Traders—Juvenile rates in 
New York now the same as in other 
states. 

General American—New rate book; re- 
duced rates; increased dividends; 
many underwriting changes. 

Government Personnel Mutual—-Rein- 
statement interest changed from 6% 
to 5%. 

Great Southern—Waiver now issued 
to women at male rate. 

Great-West—New rate books; reduced 
non-par rates. New plans introduced. 

Guardian, N. Y.—Double indemnity 
and juvenile revised; new plan in- 
troduced. 

Gulf, Fla.——New rate book. 

Home’ Beneficial—Age zero death 
benefits changed. Increased total and 
non-medical limits. 

Home, N. Y.—Aviation, juvenile, etc., 
revised. 


Indianapolis Life—New dividend 
schedule. 

Interstate Life & Accident—New rate 
book. 


John Hancock—Now issues to age 70; 
New York juvenile changed. Avia- 
tion restriction in disability provision 
removed. 

Kansas City Life—Reduced term rates. 

Lamar Life—Waiver now granted to 
women to age 50. 

Liberty Life—Juvenile revised. New 
mortgage redemption plan. 

Massachusetts Mutual—‘Change of 
plan” changed. Introduced extra pro- 
tection riders. Rates for family 
maintenance reduced. 

Metropolitan—New York juvenile re- 
vised. 

Midland Mutual—New $10,000 mini- 
mum policy. 

Midwestern United—Women waiver 
rate changed. 

Monarch, Mass.—New $10,000 mini- 
mum policy. 

Monumental, Md.—New mortgage pol- 
icies and family income riders. 

Mutual of N. Y.—New plans. 

North American, Canada—Non-par 
preferred and select rates and values 
revised. 

Northwestern National—Revised divi- 
dend scale; new accidental death 
benefits provisions; new special pol- 
icy. 

Occidental, Cal.—Term rider limits 
and other changes. 

Ohio National—Introduced monthly in- 
come disability. 

Ohio State—Juvenile death benefits 
changed. Policies issued to age 70. 

Old Line, Wis.—New policy forms. 

Philadelphia Life—Now reinsures over 
$50,000. 


Prudentiai—New term plans; limits 


raised; New York juvenile revised. 


Speakers Named for 


50th Anniversary 
Meeting of ALC 


General session speakers have bee, 
announced for the 50th anniv 
meeting of American Life Conven 
to be held Oct. 10-14 at the Edgewate 
Beach hotel, Chicago. 

F. W. Hubbell, president of Equit. 
able of Iowa and of ALC, will open 
the general sessions Wednesday with 
his presidential address. Other speak. 
ers that day are C. Lawrence Leggett, 
superintendent of insurance of Miss. 
ouri and president of National Assn, 
of Insurance Commissioners, and 
Claris Adams, executive vice-president 
of ALC, who will talk on “The First 
50 Years”. 

The Thursday session will be ad- 
dressed by Dr. Virgil M. Hancher, 
president of University of Iowa; H. W, 
Brower, president of Occidental of 
California; Robert E. Gross, president 
of Lockheed Aircraft; H. W. Manning, 
vice-president of Great-West Life; 
Leland J. Kalmbach, president of 
Massachusetts Mutual, and Sen. Ever- 
ett Dirksen of Illinois. 


FTC Changes Chairman, 
No Indication of Stand 
on A&H Complaints 


Federal Trade Commissioner Gwyn- 
ne was elevated to FTC chairman and 
Sigurd Anderson, former governor of 
South Dakota, was sworn in as a new 
member succeeding retiring Chairman 
Howrey in a ceremony in Washington, 
D. C. Mr. Anderson has not indicated 
how he stands on the subject of the 
A&H complaints and hearings, and, 
although Mr. Gwynne also has not in- 
dicated his stand, his voting record as 
a congressman would indicate that he 
is against over-centralization of gov- 
ernment. Mr. Anderson’s appointment 
is subject to Senate confirmation next 
year. 

Comissioner James Mead is due to 
retire Sept. 27 and will be succeeded 
by William C. Kern of Virginia, a 
member of the FTC staff. 








A&S Payments Rise by $105,756,000 

Life companies paid $684,405,000 
in A&S benefits during the first six 
months, up $105,756,000 or nearly one- 
fifth, according to Institute of Life 
Insurance. Group A&S accounted for 
$516,962,000 of the total, but individual 
policies showed the greatest increase 
in rate of benefits, up 40%. 








Reliable, Mo.—15-year term issued to 
50 instead of 55. 

Republic National—A viation liberal- 
ized. 

Savings Bank, Mass.—New annuity 
rates. 

Security Life & Acc.—New term rider 
and decreasing term policy. a 

Shenandoah—Has new $10,000 mini- 
mum policy. 

Standard, Ind.—New rate book. 

Sun Life, Md.—$10,000 minimum pol- 
icy. 

Union Casualty & Life—Replaced en- 
dowment age 85 with life paid-up 
at 85. : 

Union Central—New preferred policy, 
revamped retirement income con- 
tracts, liberalized aviation. 

Union National—$10,000 minimum pol- 


icy. 
West-Coast Life—New modified life 
policy; revised non-medical limits. 
Western & Southern—Discontinues in- 
termediate. New $10,000 minimum 
economy protection plan. 
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Life and Aubrey Comey of National LJAMA, Life Companies R. G. Malone Now With 





\ 
for HEVell Tendency to Life of Vermont, who attended CLU ‘ waligs 
summer institute at University of Wis- Assist Flood Victims Chase-Manhattan Bank 
: e | E h t Nad aes tee mana LIAMA and five life companies in NEW YORK—Richard G. Malene, 
f Deceive S noug 0 the opening meeting of Milwaukee Hartford gave a total of $106,000 who was for 2% years editor of 
i CLU chapter toward relief of those who suffered in Management Plans, published by In- 
e FTC C | int Part D of the CLU course will be the recent floods along the east coast. surance R&R of Indianapolis, has 
Bring omp ad presented Monday afternoons during Employes collected an additional $25,- joined the public relations and adver- 
ve been | The federal trade commission does the coming school year at the Univer- Or TAMA employes voted to forego hattan ‘on ten - a) ye 
iv not have to show actual deception in sity of Wisconsin extension in Milwau- tenie traditionsl ll t th Sdfora tonal og R&R Me. Mal 
isi kee. party this efore joining R&R, Fr. alone 
“— advertising but only a tendency on the Plainview, Tex.—Following organization of a Year and turn over the money it would was for 10 years with the Alfred M. 


Sewater | part of the insurers to deceive, FTC iocal association, H. W. Kirchoff of Great Na- have cost to the Red Cross. This, plus Best Co. as editor of Best’s Life In- 
Examiner Hier said in the first ruling tional Life was elected president, Powers W. a separate collection, amounted to surance News and the Weekly News 
' Equit- | on the merits of complaints against jgent, and Tom Baker of Fidelity Union Life More than $1,300 or an average con- Digest covering life insurance. He was 
| insurers on charges of false and mis- was named secretary-treasurer. tribution of $13 per employe. also with Aetna Life and Postal Life. 
ay with | jeading advertising. The ruling came 
Speak. | in Mr. Hier’s denial of a motion to 


Leggett, | gismiss the complaint by National Cas- 

f Miss. | yalty of Detroit. 

1 Assn, “It is well settled that actual de- 
'S, and | ception need not be shown in any case, 

esident | that the federal trade commission act 

e First | js prophylactic as well as remedial, 


that potentialities are as much, if not 
be ad- | more, its concern than actualities, “he 
ancher, | said. 

|W. The ruling threw out the company’s 
ital of } arguments that the record at this stage 
esident [| of the case fails to show any false, 


anning, | misleading or deceptive representa- G enera ' A ikce i can L i ¢ e’s 


Life; | tions. The insurer showed that no com- 
nt of | plaints of deception had been received 
-Ever- | against it by any state insurance de- | : \ 
partment and argued that FTC counsel 
had presented no evidence of decep- | 
tion. 


Mr. Hier ruled that it made no dif- 
ference whether the material under . 
complaint had been sent to agents and Step-By-Step Training Program 
distributed by them or had been sent 
swyn- | directly to potential insured. 
in and He said that misrepresentation to 
nor of } obtain leads for selling is as much 


ae within the FTC act as misrepresenta- 
ngton, | tion to sell, and the fact that specimen 
icated | policies containing the exclusions, ex- 
of the | emptions and conditions not mentioned 
_ and, | in advertising were occasionally or @ & @ 
ot in- | even always subsequently shown the 


rd a | prospect is no defense. 
iat he Using a number of advertising 
80v- | claims complained against as exam- 











— ples, Mr. Hier said that many repre- 
sentations fall far short of the actual ‘ e 
ue to | provisions of the policy when the ex- Makes it possible for qualified producers to move 
eeded | ceptions, limitations and exclusions 
ia, @ | are considered. The law protects the into the agency management field in their own 
whole public, not just experts, he said. 
“Comparing respondent’s (National communities within 4 years. 


6,000 | Casualty’s) representations with its 
5,000 | Policies to which they apply and con- 


t six sidering the general level and psycho- ease 
one- | logical susceptibility of those who That’s what men are achieving under General 
Pe: ie security against illness, accident 
or | and loss therefrom, there is, in my i ife’ ifeti i ranchi 
idol | ‘pinion, 2 strong" probeblity of American Life’s Lifetime Security Franchise 
prospect being misled and deceived Training Program 


into buying not only a pig in a poke, 
my but of finding that pig to be but an 
ed 0 | anemic and undersized shoat. On this 
, partial record, the alleged misrepre- 
eral- § sentation is not only possible but pro- 
: bable, not with all, but with a sub- 
nuity | stantial number.” 

In the ruling, Mr. Hier also rejected 
the intermediate motion of National 
ai: Casualty to dismiss because the FTC 
ninl- | lacks jurisdiction and dented the argu- 
ment that the unfair trade practices 
act of Michigan fully regulates the 






General American Life has shown a steady 
growth in sales during the past five years 
thus providing new management opportu- 
nities for their representatives. 

% GROWTH IN ORDINARY 
SALES 


(1949 = 100%) 






For full information about 





the LSF Training Program write to 






Frank Vesser, Vice-President 






pol- advertising practices of the company. 
all That contention, he said, ignores the 
a broad and sound distinction between 
charter and police power. 
sede ar —_ rejected the contention that 
“aan S no jurisdiction because the General American Life 


company’s business in other states 
- where it is licensed is fully regulated 
po In states which have no anti-deception 
advertising law and in others where 
such laws apply to life insurance. 


sin- | Wis. Trio Reports on CLU Course 
num Jerry Clifford of Old Line Life, 
Jack Windsor of Connecticut General 
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EVERYONE'S 
TALKING! 


OUR GENERAL AGENTS— 
ABOUT CROWN LIFE’S 
—Lower rates 
—New Policy Plans 
—Greater Opportunities 





BROKERS AND SURPLUS WRITERS — ABOUT CROWN LIFE’S 


—Ability to provide the extra services they need. 


POLICY OWNERS — ABOUT CROWN LIFE’S 


—Low cost protection 
—Understandable policies 


—Our outstanding record of achievement 


For comparisons at a glance — ask for Crown Life’s dial-a-rate card 
—rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN LIFE 


INSURANCE COMPANY 
HOME OFFICE, TORONTO, CANADA 


Over One Billion in force in our 53rd year 


Licensed in: Alabama, Alaska, Arizona, Arkansas, California, 
Colorado, Delaware, District of Columbia, Florida, Georgia, 
Hawaii, Idaho, Indiana, Kansas, Louisiana, Maine, Maryland, 
Michigan, Minnesota, Mississippi, Missouri, Nevada, New 
Jersey, New Mexico, North Dakota, Ohio, Oregon, Pennsyl- 


vania, Puerto Rico, South C: arolina, 


Tennessee, Texas, 


Vermont, Washington, and Wyoming. AND NOW IN UTAH, 


THE 32nd STATE. 














1910-1955\ 





Health Insurance field . . 


ILLINOIS MUTUAL... ya 


yesterday a pioneer in the Accident and 
. today a leader in designing 





Desirable Agency 
Openings Available 
in: 





better and more saleable policies. |!!linois 
YOUR CLIENTS NEED THE oe 
MAJOR MEDICAL EXPENSE POLICY [iricrida 
For Individuals and Family Groups. — 
Pays maximum benefits of $5,000, $7 $7,500, $10,000 with respective hina 
deductibles of $500, $750 a © co-insurance clause — 
; in deductible applies anny an yl 3 specified conditions Missouri 
. Pays for covered medical expense in or out of the hospital. Nebraska 
For Individuals and Family Groups. Ohio 
and Wisconsin 











Inquire about these other modern 
ILLINOIS MUTUAL POLICIES: 


% Individual Accident and Health Schedule Policy 


%& Hospital Schedule Policy 
* Specific Disease Expense Policy . . 


Pays covered expense benefits up to $2,000 
for CANCER ($1,000 age 60 and over) and 
$10,000 POLIO and nine other diseases. 


VEEANOAS MUTUAL 
CASURLTY COMPARY 


WOWASSESSABLE 














HOME OFFICE: 411 Liberty 
Peoria, Illinois Phone 3-3693 
E. A. McCord, Pres. 

C. C. Inman, Exec. Vice-Pres. 


“The Best in Accident, Sickness, and Hospital Insurance since 1910." 








Hunter Takes Phoenix 
Mutual Advisory Post, 
Seven Others Promoted 


Col. D. Gordon Hunter, vice-presi- 
dent and agency manager of Phoenix 
Mutual Life, has 
assumed an advi- 
sory capacity with 
the company, that 
of chairman of the 
agency committee 
of the board. He 
has been with the 
company 40 years. 

Herbert C. Skiff, 
has been advanced 
from 2nd_ vice- 
president to vice- 
president, becom. 
ing senior agency 
executive. Clifford L. Morse has been 
advanced from secretary and director 
of agencies to agency vice-president. 

C. Russell Noyes has been elected 
secretary and advertising manager and 
Reuel S. Kaighn has been chosen 
assistant secretary. Kenneth P. Dowd 
has been named educational director. 

Richard N. Boulton has been ap- 
pointed manager of sales promotion 
and Robert M. MacGregor has been 
named manager of publications, both 
in the agency department. 

Mr. Skiff joined Phoenix Mutual 
Life sales promotion division in 1923. 
After several advancements within the 
agency department, he was named 
assistant secretary in 1944 and secre- 
tary in 1946. He was elected 2nd vice- 
president in 1950. 

Mr. Morse joined the company in 
1933 at Hartford and three years later 
was advanced to field supervisor and 
received management training in sev- 
eral larger agencies. He was named 
manager at Seattle in 1941. Elected 
assistant agency manager in 1944, he 
later was named associate manager of 
agencies, director of agencies and, in 
1951, secretary and director of agen- 
cies. He is a CLU and holds a masters 
degree in banking and insurance. 

Mr. Noyes, a graduate of Wharton 
School, joined the advertising division 
in 1930 and later was named editor 
of publications. He was appointed 
assistant advertising manager in 1944 
and advertising manager two years 
later. He is past president of Life 
Insurance Advertisers Assn. 

Dr. Kaighn joined the agency de- 
partment in 1932 and was named 
supervisor of sales promotion in 1936 
and manager of sales promotion in 
1944, He was advanced to agency 
secretary in 1951. 

Mr. Dowd joined the company at 
Rochester, N. Y., after four years of 
teaching. He was appointed super- 
visor in 1947 and received management 
training in Rochester and Milwaukee 
before going to the sales training 
division at the home office. He was 
named assistant manager of the divi- 
sion in 1951. 

Mr. Boulton was in newspaper and 
advertising work before joining Phoe- 
nix Mutual Life in 1947. He is a CLU. 

Mr. MacGregor was named assistant 
to the manager of a New York City 
agency in 1938. He joined the adver- 
tising division in 1946, working as 
assistant editor and later as editor of 
the magazine for the field force. He 
was named assistant manager of pub- 
lications two years ago. He is a CLU. 





D. G. Hunter 





D. W. Bajus, formerly supervisor of 
the Vancouver agency of Great-West 
Life, has been appointed training as- 
sistant at the head office. He joined 
the company at Vancouver in 1951. 






Set $122 as Value of 
Shares in Shenandoah 
Mutualization Action 


The law and chancery court at Roa. 
noke, Va., has ruled that the fair cag, 
value of the 3,298 shares of stock oy. 
standing of Shenandoah Life is $1» 
per share and that the proposed my. 
tualization of the company could fk 
effected without jeopardizing its gq. 
vency or the security of its policy. 
holders. 

The court fixed the fair cash valy 
of the stock after considering evidence 
introduced by the company in ig 
pending proceeding against minority 
stockholders to compel mutualization 
Par value of the 3,298 shares was $1 
per share. 

The court also allowed stockholder 
314% interest on the value from Jum 
30, 1954, as of which date the valy 
was determined, and costs and attor. 
neys’ fees. 

The company made all payments 
fixed and required by the court, either 
to the parties or into court. Payments 
totaled $437,887.04. On the basis of 
valuation determined by the court, the 
ccmpany, after making the required 
payments, retained surplus funds 
above all legal reserves and liabilities 
in excess of $5 million, all held for the 
benefit of policyholders. 

Under the law, the company will 
proceed in due course to obtain an 
amended charter as a mutual life com- 
pany wholly owned by its policyhold- 
ers, according to President Paul C. Bu- 
ford. The 50,000 shares of capital stock 
held by trustees will be canceled and 
retired when the charter is obtained, 
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Help your poednndle and 

clients to adequate life in- ZELL 
surance, with proven-suc- . 
cessful Zell Thrift Banks. COIN 
The mechanical magic of A-DAY 
@ coin-a-day makes it easy WAY 


to save... easier to close 
more business. 
Leading Home Offices, 
» Agencies and successful 
Underwriters use and en- 
dorse Zell Coin Banks and 
Selling Plans, Profit with 
them NOW! 
Write for literature. Dept.NU 
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ZELL PRODUCTS CORP. seen 


280 MAIN ST., NORWALK, CONN 




























MANAGEMENT 
CONSULTANTS» | 


Consultants 
in Marketing and Management 
for the Insurance Business 


FRANK LANG and ASSOCIATES 


1 NORTH LA SALLE STREET 
CHICAGO 2, ILL. FRANKLIN 2-2795 
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Wood, Struthers & Co., Ine. 
Established 1905 
J. William Middendorf 
30 Wall St., New York 5, N. Y. 
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Competition from mutual funds and 
more recently the interest in variable 
annuities has pro- 
duced @ sharp 
cleavage of opin- 
ion in the life in- 
surance business 
on whether life 
companies should 
continue limiting 
their investments 
almost entirely to 
ficed-dollar in- 
vestments. Benja- 
min N. Woodson, 
president of 
American General 
Life and former managing director of 
National Assn. of Life Underwriters, 
wrote a colorful and enthusiastic en- 
dorsement of the fixed-dollar invest- 
ment for his company’s publication, 
Home Port. It is reprinted here. 





B. N. Woodson 


This month I wish to speak out with 
missionary fervor in praise of the 
fixed-dollar investment. 

Lately, guarantees have been some- 
what maligned. Lately, it has become 
somewhat fashionable in some circles 
to speak disparagingly of the time- 
honored virtues of such fixed-dollar 
assets aS savings account and govern- 
ment bond and life insurance cash 
values. There are those who will tell 
you that guarantees are as old-fash- 
ioned as button shoes. There are those 
who will tell you that common stocks 
and real estate can only go up.and up 
and up forever, and therefore that 
fixed-dollar assets are for the un- 
sophisticated only, and scarcely worth 
the consideration of the intelligent 
investor in this new era. 


And when they say “new era”— 
in whatever words—I cringe. 

I cringe because this is where I 

came in. 
I remember, as vividly as though it 
were 25 weeks instead of 25 years all 
that conversation about the “new era” 
which the bright young economists and 
the sophisticated young financial men 
of the day told us we had entered. 

I remember that then, too, fixed- 
dollar investments were regarded by 
many as a heritage from the horse- 
and-buggy days. I remember that 
then, too, the smart young moderns 
told us that good stocks would always 
sell for more and more, that dollar 
values could only drop while real 
estate and equity vaues could only 
climb, and that fixed-dollar invest- 
ments had gone the way of grand- 
mother’s bustle and _ grandfather’s 
mustache cup. 

Quite naturally, therefore, I’m more 

than a little dubious when I hear those 

ov words sung to that same tune 
ay, 


Not, let me hasten to say, because I 
fear or expect a repetition of the 1929- 
1933 cataclysm, because I don’t. Not 
because I fear or expect an economic 
debacle or a precipitous drop in real 
estate or stock market prices, because 
I don’t. Not because I regard common 
Stocks as a poor investment, per se, 
use I don’t. On the contrary, I 
fully realize that they occupy a place 
of unlimited importance in our general 
economy. And I agree that they are 
entitled to a high place in the invest- 
ment program of the man who is 
financially and emotionally prepared 
to lose as well as win, and who has 








Provided himself and his family with 











XUM 


Woodson Speaks Out ‘with Missionary Fervor’ 
for the Fixed-Dollar Type of Investments 


a suitable minimum of security in the 
form of fixed-dollar investments. 

So it is not my purpose to argue that 
stocks and real estate and other wun- 
guaranteed investments are unwise 
or unsound. Rather, it is my purpose 
to speak out in defense and in praise 
of the dollar guarantee and in support 
of the cardinal rule that a man’s first 
investments, his backlog of security, 
should be in such assets rather than in 
equities. 


This principle of personal finance is 
an old-fashioned virtue indeed, but it 
has always been sound and always 
will be. Perhaps it is now time for us 
to shout about it a little longer and a 
little louder than we’ve been shouting 
lately. Perhaps it is now time for us 
to re-assert this fundamental principle 
to the fellow who tries to tell us that 
Uncle Sam’s wonderful E-bonds are a 
sorry investment “because a $100 today 
isn’t worth as much as 75 was 10 years 
ago” or that life insurance cash values 
are a second-rate asset “because they 
offer no chance for capital gain,” or 


that all fixed-dollar assets are to be 
avoided “because they cannot hedge 
against inflation.” 

Perhaps it is time for us to remind 
him—and ourselves as well—of some 
of the wonderful qualities of guaran- 
teed-dollar investments such as life 
insurance cash values: - 

They don’t go up when the market 
goes up—but they don’t go down when 
the market declines! 

They offer no chance for capital 
gains—but likewise they offer no risk 
of capital loss, or of loss of income, 

(CONTINUED ON PAGE 10) 





THERE’S A DATE 
an insurance executive must keep 


His is an appointment with a “revolution”. . . a “quiet 
revolution” in the electronic processing of insurance 
data! Harnessed by IBM, electronics are performing 
amazing memory and split-second computing feats 
that are saving days and even weeks of data process- 
ing time for many insurance companies! 

Now is the time for you to make your transition to 
IBM electronics! IBM “building block” equipment 
has been engineered to integrate logically into your 
present system. You'll realize a gradual growth in 


efficiency while steadily building toward the full 
rewarding efficiencies of the IBM 650 and the 
IBM 705 electronic data processing machines. 


Make your date now. IBM personnel, experienced in 
insurance methods and systems, will help develop 
your programming requirements and train your staff 
to take over. For full information call your local IBM 
representative, or write: Life Insurance Department, 
International Business Machines Corporation, 590 
Madison Avenue, New York 22, N.Y. 
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WORLD'S LARGEST PRODUCER OF DATA PROCESSING MACHINES 
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Home Life Stresses 
Voice as Selling Too! 


The intensive use of voice recording 
equipment—a modern and effective 
type of audio training—has earned a 
prominent place in the schooling which 
Home Life provides for newly recruit- 
ed agents and in the continued assist- 
ance given to older producers out in 
the field. 

Now five years old, the program has 
won praise from management, the 
agency department, managers and the 
agents themselves. Its theme is “Hear 
Yourself as Others Hear You.” And 
that sums up the purpose behind audio 
training. 

Home Life, through the recording 
equipment, clearly illustrates to its 
agents the importance of the voice as 
a tool in successful selling. An agent 
with a monotone, unpleasant voice or 
speech defect places an unnecessary 
obstacle in front of the client. Proper 
use of the voice, however, will reflect 
the agent’s feelings and assist him in 
motivating the prospect. 

Recorders play an important part in 


the individualized instruction given 
new agents at the two-week planned 
estates training school at the home of- 
fice. They must attend the school soon 
after signing a contract with Home 
Life. The company stresses the role 
of the career agent. 

Shortly after school begins, the new 
agents make recordings of the “prob- 
lem interview.” Using the material 
provided for the visual presentation, 
they tell imaginary clients about the 
company’s planned estates service. The 
presentation has been committed to 
memory. This early interview discloses 
the client’s problem to the agent. 

The records are then played back, 
showing far better than an instructor 
could, the shortcomings and strong 
points in the trainees’ presentations 
and speaking voices. 

Ten days later, the agents again cut 
discs of their “problem interview” pre- 
sentations. This provides a method of 
comparison and reveals how much or 
how little progress the individual has 
made at school. 

Agents, recently graduated from the 
school, have emphasized these two 
points: the recording sessions told them 
how they sound to others, and showed 


where their presentations were weak 


When Home Life began its audio 
training program, managers were giv- 
en the opportunity to obtain recording 
equipment for their agencies. A num- 
ber of Wagner-Nichols recorders were 
purchased for the home office and 
agencies at $250 to $275 apiece. Since 
then, the price has risen to about $300. 
The plastic discs cost $2.50 a dozen and 


maintenance is not high. 


The recorders are used for continu- 
ous training in the agencies. When the 
new agents return to their agencies, 
they are given advanced training. “So- 
lution interviews” are made on the re- 
corders by new agents under the in- 
struction of their managers. More ex- 
perienced agents record “solution in- 


as well. 


“solution interviews,” 


terviews” 


The 


agencies but also at the planned es- 
tates training school. One agent acts 
as himself while another speaks as 
the client. They serve as valuable aids 
in training at all levels because they 
show new and better methods for 
solving new and tougher problems— 


often 
called “the close,” are given in the 
form of demonstraticns, not only in the 


— 


. particularly objections—posed by gj. 


ents. 

Agents who come across an especig}. 
ly difficult cr unusual client probley 
sometimes make a record to describ 
in their own words, how they solyg 
it. This has been more effective thay 
reducing the solution to writing whe, 
it loses some of the agent’s feeling. 
and perhaps clarity. 

Often these special situation recorg; 
are copied, that is, played for othe 
Wagner-Nichcls_ recorders, which 
make discs of the original recording 
The copies are mailed to various agen. 
cies where they are played for the 
benefit of all. These, too, have been 
definite help in Home Life’s efforts ty 
aid all agents, whether newcomers or 
experienced veterans. 

The Wagner-Nichols recorder js 
about the size of a suitcase. Although 
there are other brands, for which some 
men have a preference, this make js 
generally well-liked throughout the or. 
ganization. 

Home Life also uses Webcor tape re. 
corders, which have greater fidelity 
than some of the disc recorders. The 
Webcors are used for recording field 
meetings and cther important events, 
They are used by the publicity depart. 
ment for making news stories from 
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BROAD, LIBERAL, AND SOUND 


The Lincoln National field man offers im- 


paired risk protection as broad, as liberal, 


men. 


THE 


504 





and as sound as modern underwriting and 
actuarial science can make it. Backed by 
a company with 43 continuous years’ ex- 
perience in the substandard field, he 
brings the comfort and protection of life 
insurance to impaired risks with expected 


mortality as high as 500%. 


Lincoln National’s broad, impaired-risk 
coverage is another reason for our proud 


claim that LNL is geared to help its field 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 
Its Name Indicates Its Character 


Fort Wayne, Indiana 


, -/955 


these affairs. They also can be played 
back for other sales sessions and pro- 
vide a permanent record of the meet- 
ing for the archives. The Webcors have 
not displaced the Wagner-Nichols ma- 
chines in the training setup. 

The company also uses dictating ma- 
chines for the regular _ stenographic 
work in the office. 





New Approach Planned for 


California Tax Institute 


A new approach will be inaugurated 
at the institute on federal taxation 
sponsored by the University of South- 
ern California and to be held Oct. 19- 
21 at Los Angeles: The entire program 
will be devoted to preparation of actual 
documents used in tax planning under 
the new. internal revenue code and reg- 
ulations, many of which will be is- 
sued shortly before the institute. Be- 
cause of the practical approach, it is 
expected attendance will exceed last 
year’s registration of nearly 1,000. 

Many of the nation’s most disting- 
uished tax lawyers will address the in- 
stitute. One day will be devoted to 
drafting partnership agreements and a 
discussion of the important tax prob- 
lems under the new revenue law, one 
afternoon to the drafting of trusts and 
wills, an entire session to corporate 
tax problems, and also tax problems 
relating to pension and profit sharing 
plans, real estate transactions, 
for sales and lease backs, and divorce 
and property settlement problems. 

Director of the tax institute is John 
W. Ervin, University Park, Los An- 
geles. ‘ 





Fidelity Mutual Names 


Guenther in New York 


Fidelity Mutual Life has named Hans 
Guenther general] agent of a new agen- 
cy at 500 Fifth Avenue, New York City. 

Mr. Guenther entered the business 1n 
1948 with the company’s Jannuzi agen- 
cy in Newark and later became supéer- 
visor. He was appointed supervisor 0 
agencies at the home office in 1953 and 
was named assistant manager of agen- 
cies the following year. 

It was on a trip across the country 
by troop train in 1950, during a 2-year 
recall tour of duty, that Capt. Guenther 
made headlines by “selling” more than 
$2 million of National Service life in- 
surance to fellow marines. 





Home Life has appointed Herbert G. 





Wood assistant manager at Rochester, 
N. Y. 
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Sees No Need to Fear 
Layoffs Due to Swift 
Electronic Machines 


Normal employe turnover is expect- 
ed to take care of any staff shrinkage 
caused by installation of an Interna- 
tional Business Machines Corp. type 
650 electronic data processing machine 
at the home office of Mutual Benefit 
Life, according to Vice-president Har- 
ry M. Jones. 

Mr. Jones, who spcke at the installa- 
tion of the first magnetic drum high 
speed computer, said the machine's 
speed will enable it to replace an un- 
known number of people. But the nor- 
mal resignation rate alone should take 
care of any reduction in staff size 
caused by the machine. 

“No one who has a job with Mutual 
Benefit, and who is at all interested 
in keeping that job, has anything to 
fear from this or, within my own ex- 
perience, any other machine,” he said. 

Electronic machines have an advant- 
age over humans in speed and accur- 
acy. Beyond that, they will be no bet- 
ter than the clerk who sets up the pro- 
gram of instructions, prepares daily 
input of work or handles the output. 

The machines are capable within 
themselves of only a few simple move- 
ments, Mr. Jones said. It takes a hu- 
man to break the job down into these 
exceedingly simple steps and write 
them into a long list of instructions. 

Likening so-called __ electronic 
“brains” to “morons,” Mr. Jones said: 
“Then the machine obeys each of these 
minute instructions in order for each 
calculation, just as the moron clerk 
might consult a written list of instruc- 
tions on every case he computed, no 
matter how many he had computed 
previously. If any special point should 
come up which the program. had not 
anticipated, the machine would be 
stumped. Even a novice clerk might 
try to think it through to an answer, 
but not the machine. It doesn’t have 
a brain.” 

Mutual Benefit Life’s type 650 will 
be used by a research group to devel- 
op and test practicable approaches to 
centralizing office operations. Among 
jobs scheduled are: payroll computa- 
tion every two weeks for 1,000 em- 
Ployes; calculating mortgage loan pay- 
ments which arrive at the rate of 
1,500 daily; and computing dividends 
for 700,000 policies. The payroll job 
will take 30 minutes on the machine, 
compared to 2% hours in the past. It 
will take six weeks to figure the divi- 
dends instead of 16. Mortgage loan pay- 

ments will be calculated in 30 minutes 
instead of three hours. 





College Policy Kits 
Available to Students 


The 1955-1956 kits of commonly 
used insurance policies and bond forms 
in the fire, casualty and life fields are 
now available as teaching aids to col- 
lege instructors. They were compiled 
by Assn. of Casualty & Surety Compa- 
nies, Institue of Life Insurance and 
National Board in cooperation with 
American Assn. of University Teachers 
of Insurance for the use of instructors 
pean a 
: e kit of casualty, life and proper 
imsurance policies is offered = a — 
in general and survey insurance cour- 
Ses and is available without charge to 
students taking such courses for col- 
legiate credit. Students enrolled in 
advanced insurance classes for college 
credit, either casualty and surety or 
Property courses, may obtain the ap- 
Propriate casualty and surety or fire 
and marine kits at no cost. 

A charge of $1 is made for each 
Seneral kit if the course is not offered 





for credit and a similar charge is made 
for the casualty kit if the course is not 
an advanced or special casualty or 
surety course for credit. Orders for 
general kits or casualty and surety 
kits should be sent on the letterhead 
of the college with a description of the 
course offered, so that eligibility for 
free distribution may be determined. 
They may be ordered from the public 
relations department, Assn. of Casual- 
ty & Surety Companies, 60 John street, 
New York 38. 

Orders for the fire and marine kit 
should be addressed to the public re- 
lations department of National Board, 
85 John Street, New York, 38. 


par 







Former Gov. Cross Heads 


New Maine Life Company 


Burton M. Cross, former governor of 
Maine, has been elected chairman and 
president of the new Maine Fidelity 
Life Insurance Co. 

Other officers are Curtis K. Gerry, 
Portland, executive vice-president; 
Homer Robinson, former state banking 
commissioner and now vice-president 
of First National Bank of Rockland, 
treasurer; Stanley Tupper, commis- 
sioner of sea and shore fisheries, secre- 
tary; and Kenneth Baird, Portland at- 
torney, clerk. 

Maine Fidelity Life is the first legal 
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"To assure YOUR CHILD a happier, more successful future! 


low cost educational plan 


offered by John Hancock 


How much will your child’s education cost? 


The price tag is high! But by starting now- 
while he’s young—you can guarantee that the 
necessary cash will be ready when the time 
for a higher education comes. And with John 


What’s the secret of John Hancock’s 
new low costs? Simply this: John 
Hancock has simplified and stream- 
lined operations... has made sweepin« 
changes in life insurance procedures. 


Hancock’s Educational Plan at new low cost 


you can do it. Start now to build toward the 


amount you want. 


Covers ANY KIND of education! No matter what 
happens to you, John Hancock guarantees a cash 
payment of the amount you select for any type 
education your child wants— college, trade or 


business school, or any other. 


Ask your John Hancock agént 
or your broker to show you how 
John Hancock’s educational plan 
at new low cost can assure your 
child a better education — and a 
better opportunity fora happier, 
more successful future —all at a 
price that fits your budget. 




















reserve stock life company established 
in Maine and the second life company 
founded in the state’s history. The 
company will write all major forms of 
life and A&H. Licensed to do business 
in Maine, it is expected to expand to 
other states. Initial capital and surplus 
will be $1 million. 


Hauck Back To Terre Haute 


Raymond R. Hauck has been trans- 
ferred by Metropolitan Life to Terre 
Haute as district manager. Since 1948 
he has been manager of Meridian 
district office in Indianapolis. He has 
been with Metropolitan for 28 years, 
starting at Terre Haute. 
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BOSTON, MASSACHUSETTS 


DEDICATED TO THE INDEPENDENCE AND 
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The Mount Vernon 
A Modern Accident 
and Sickness Contract... 


Atlantic representatives have found The Mount 
Vernon the most complete solution for their 
client’s income protection problems. It’s no won- 
der when you consider these quality features. 


All diseases are covered—no exceptions 

House confinement is never required 

Benefits do not decrease with advance 
in age 

Lifetime income for totally disabling 
accidents, including dismemberment 















There are many other important features, too. 
Result: Steadily increasing volume written by 
Atlantic representatives. 







INSURANCE COMPANY 
HOME OFFICE: Richmond, Virginia 


Over $1.3 Billion 
Insurance 
in Force 


JEFFERSON 
STANDARD’S 


Mr. 
% 






Says: 


“The 4% interest now 





being paid on dividend 

accumulations makes it possible 

for Jefferson Standard contracts to offer a larger 
profit at maturity or retirement. Our policyholders 
receive a greater return for their premium invest- 


ment—yes, 4% interest makes a big difference.” 


efferson \iandard 


LIFE INSURANCE COMPANY Home Office: Greensboro, N.C. 








Atlantic Alumni to 
Meet Oct. 20-21 


“Supervising for Success” is the 
theme of the Atlantic Alumni Assn. 
conference, Oct. 20-21, at Westchester 
Country Club, Rye, N. Y. Edwin H. 
May, Hartford manager of Phoenix 
Mutual, vice-president, will preside 
during the first session, which opens 
with a fellowship luncheon. 

L. Kent Babcock Jr., Philadelphia 
general agent of Aetna Life, president 
will open the session with a discussion 
of dynamic supervision. Supervision 
specifics will be discussed by Dr. Jo- 
seph Weitz, LIAMA research associate, 
who will present the results of an as- 
sociation study to evaluate its new su- 
pervision tool, Sales Method Indez; 
and Harold E. Kinsey, Cleveland as- 
sistant general agent of Massachusetts 
Mutual, who will give his experience 
in using this tool in his agency. 

Russell H. Freeman, Toronto manag- 
er of London Life, will discuss combin- 
ation agency supervision patterns and 
Ralph H. Rice Jr., Philadelphia Pru- 
dential manager, will discuss patterns 
in ordinary agency supervision. 

A social hour Thursday evening will 
precede the dinner at which Mr. Bab- 
cock will preside Thayer Quinby, gen- 
eral agent in Boston, Columbian Na- 
tional, secretary, will preside at the 
Friday morning session. After a short 
business meeting, Donald W. Smith, 
general agent in New York City, New 
York Life, will discuss marketing for 
money. William E. Hays, Boston gen- 
eral agent of New England Life, will 
speak on increasing earnings per sale. 
The closing address on supervising for 
success, will be delivered by Richard 
B. Evans, president of Colonial Life. 

The association, sponsor of the meet- 
ing, is composed of LIAMA agency 
management school graduates who are 
located in the eastern part of U. S. and 
Canada. However, graduates of any 
LIAMA School as well as home office 
men may attend, regardless of loca- 
tion. 


Equitable of Iowa Sets 


August Production Record 


The greatest August production in 
the 88-year history of Equitable of 
Iowa was recorded with a paid total 
of $13,145,496 of new life insurance. 

August’s production showed an in- 
crease of 30.3% over the correspond- 
ing month last year and brought the 
total amount of new life insurance 
paid for during the first eight months 
to $95,656,485, a gain of 12.12% over 
the first eight months of 1954. Total 
life insurance in force rose to a new 
high of $1,407,066,172. 








Blue Cross Rates Up in 


Cincinnati, Youngstown 


Superintendent Pryatel of Ohio has 
approved Blue Cross rate increases in 
Cincinnati and Youngstown, effective 
90 days after Sept. 8. Cleveland: Hos- 
pital Service intends to ask for an- 
other increase, and if it is granted it 
would the second in less than 12 
months. Akron Blue Cross earlier in 
the year increased rates up to 17%. 

In granting the increases to the Cin- 


<< 


cinnati plan Mr. Pryatel said the 
change appears justified because the 
average in-patient cost per day hag 
increased from $125.87 in 1953 to 
$18.49 in 1955, or 16.5%. The average 
length of stay has increased from 73 
days to 8.2 days in the same period ang 
the annual incidence of admission jg 
up from 124.0 to 126.2 per 1000, an 
increase of 1.8%. Cincinnati group 
rates for 70-day ward occupancy by 
single person are now $2.25 a month 
inshtead of $1.85, while for families 
it is $5.20 instead of $4.25. 

The Youngstown plan shows an ip. 
crease in utilization per 1000 mem. 
bers from 1067 days in 1951 to 1138 
days in 1956 with an increase in cost 
per patient on both standard and com- 
prehensive contracts of 18.7 and 335 
respectively. Under the new group 
rates in Youngstown, single coverage 
increases from $2.25 a month to $2.65 
while for families the rate goes from 
$4.50 to $5.30. 





Ferree Heads Berkshire 
Promotion, Advertising 


Berkshire Life has appointed Charles 

E. Ferree Jr. director of sales promo- 
tion and advertis- 
ing. 
Mr. Ferree en- 
tered insurance in 
1939 with Tray. 
elers’ advertising 
and publicity de. 
partment. After 
service with the 
marine corps from 
1941 to 1946, he 
returned to Tray- 
elers until 1952 
when he _ joined 
the agency depart- 
ment of New York 
Life as admini- 
strative assistant. He was named 
director of sales promotion in 1954 
and held that post until he joined 
Berkshire Life in July. 





C. E. Ferree Jr. 





Jefferson National Life 
Expanding into Kentucky 


A major sales expansion program is 
being inaugurated by Jefferson Nation- 
al Life. The Indiana company, with, 
home offices in Indianapolis, has filed 
for entry into Kentucky. Sales opera- 
tions are now conducted in [Iilinois, 
Michigan, Ohio, Pennsylvania, and 
West Virginia, in addition to Indiana. 

The company has found that its re- 
cent expansion of sales merchandise 
has been stimulating to all depart- 
ments. Life sales for the month of Aug- 
ust were the best in the company’s 
history and were up 58% over August 
a year ago. This year the company en- 
tered the group life field, including 
pension trust, and has introduced sev- 
eral non-cancellable, guaranteed re- 
newable A&H plans; a major medical 
and an executive special with a $15,000 
minimum. In keeping with the com- 
pany’s expansion program, a_ public 
relations and sales promotion division 
has been established and Robert E. 
Main, formerly with company’s agency 
department and recently a gen 
_— has returned as superintendent 
of agents. 


Columbian Nat'l Tops $1 Billion 

Columbian National Life has passed 
the $% billion mark in in force, nearly 
double the amount in 1945, and a gain 
of $143 million over 1950. 
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Salary, bonus and other benefits. 


Bivd., Chicago 4, Ill. in confidence. 





READY FOR YOUR OWN BRANCH? 


Show us you can recruit and “build” men and we'll make you an attractive 
offer. We provide and equip office, finance men and furnish training program. 


Opportunities for your own Branch right now in lowa, Minnesota or the 
Dakotas. Write box G-25, The National Underwriter Co., 175 W. Jackson 
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Lite Company Men to 
Discuss Tax Proposals 


Directors of National Assn. of Life 
Companies will hold a special meeting 
Sept. 19-20 at the Sheraton Hotel, St. 
Louis. Monday afternoon and evening 
will be given over to committee meet- 
ings. Tuesday morning a special meet- 
ing, open to members of the association 
and others interested, will be held to 
analyze and discuss the life insurance 
tax act now pending in the Senate. 

Tuesday afternoon the directors will 
discuss the federal tax problem and the 
preparation of NALU’s brief on spe- 
cialty contracts to be submitted to 
National Assn. of Insurance Commis- 
sioners. 

After the passage of the proposed tax 
act by the House in a form not ex- 
pected by large segments of the busi- 
ness, NALC requested full hearings 
by the Senate finance committee and 
will appear at those hearings. 

“The pending bill seems to be anoth- 
er piece of stop-gap legislation and 
does not indicate that much progress 
has been made toward a permanent tax 
formula for the life insurance busi- 
ness,” Dr. Pierce P. Brooks, associa- 
tion president, said. 

“The association is compiling fgures 
from members, and other sources, to 
try to determine, accurately, the effect 
of the bill. Apparently the measure 
places a handful of companies in an 
advantageous competitive position. 
Some aspects are confusing and we 
wish to present the views of the small 
and medium-size companies to the Sen- 
ate finance committee backed by an 
adequate presentation of the impact of 
the legislation upon the entire busi- 
ness.”” 


Film Aims to Improve 
New York Life Letters 


A 9%-minute color slidefilm, en- 
titled “Dear Mrs. Calvin,” has been 
produced for New York Life as part of 
an effort to put greater personal touch 
in company correspondence. 

The sound film, aimed at all New 
York Life correspondents, illustrates 
the case of a policyholder, “Mrs. Cal- 
vin,” who loses her account book. 
“Joe,” the correspondent, is about to 
dash off a harsh letter to the sweet 
old lady when his own wife telephones 
to complain about a furniture store 
which chided her about losing her pay- 
ment book. “Joe” then realizes that 
“policyholders are people, too” and is 
moved to write “Mrs. Calvin” in a more 
kindly way. Produced by Transfilm, 
Inc. New York City, the film was 
shown to New York Life employes. 





Examination Schedules 
Are Revised by N. Y. 


An amendment to the insurance law 

has resulted in the New York insur- 
ance department revising its schedules 
for examinations for licenses for the 
period from Sept. 1 through March 31. 
_ Monthly examinations for life, sav- 
ings bank life and A&H licenses will 
be given in New York City and upstate 
on Sept.15, Oct. 20, Nov. 17, Dec. 15, 
Jan. 19, Feb. 16 and March 15, while 
quarterly examinations for general a- 
gents, brokers and public and indepen- 
dent adjusters will be conducted Sept. 
13, Dec 15 and March 15. 
Inquiries concerning the examina- 
tions should be addressed to the in- 
surance department at 324 State Street, 
Albany. 





Insurance Problems 
Course Is Offered 


Among the courses to be offered by 
School of insurance of Insurance So- 
ciety of New York is a new one on 
Senera}] insurance problems, to be of- 
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fered in the fall semester, beginning 
Sept. 19, and also in the spring. The 
practical aspects of estate planning 
will be emphasized in a course con- 
ducted by B. William Steinberg, 
Jamaica, N. Y., general agent of Mass- 
achusetts Mutual Life. 

The new general insurance course 
will be open only to applicants accept- 
ed in interviews. It will cover public 
relations, insurance and business as- 
sociations, government regulation and 
competition and current and contro- 
versial topics such as flood coverage, 
atomic energy insurance, the trend 
toward comprehensive policies and the 


Clark, Tookey, Allen 


Named by Lincoln National 


Fred W. Clark, Robert C. Tookey and 
Harry H. Allen have joined the rein- 
surance staff of Lincoln National Life, 
Messrs. Clark and Tookey as assist- 
ant vice-presidents and Mr. Allen as 
special representative. 

Mr. Clark joined the company in 
1934, became assistant actuary in 1949 
and associate actuary two years later. 
He is a fellow of Society of Actuaries. 

Mr. Tookey, also a fellow of Society 
of Actuaries, formerly was associate 


surers before recall by the navy in 
1951. 


Mr. Allen, who retired a year ago as 
vice-president and secretary of Mu- 
tual Benefit Life, will continue to re- 
side at his home in Chatham, N. J., 
but will devote a considerable portion 
of his time to reinsurance activity for 
Lincoln National. His 39 years of serv- 
ice with Mutual Benefit, beginning in 
1915, included agency supervision, both 
in the field and in the home office, 
personnel responsibilities and tax prob- 
lems in addition to his general adminis- 
trative duties. He is a past president of 
Life Office Management Assn. and an 


regulation of unlicensed insurers. 


actuary for Pacific Mutual Life. He 
was in actuarial work with several in- 





NO 
ARMCHAIR 
GENERALS 
HERE! 






STAR OF 
THE NORTH 
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GENERAL AGENCIES OPEN IN BIRMINGHAM, 





HARTFORD, 


Armchair generals are conspicuous by their absence 
among Home Office people at Minnesota Mutual 
Life! You'll find Minnesota Mutual men in the Field 
. .. giving shirt sleeve, down-to-earth help in front of 
prospects . . . demonstrating how to get results with 
sales tools that have no peers in the industry. 


The "Star of the North” is the fastest growing mutual 
company because it has developed the plans and the 
tools to put a new man into production fast . . . keep 
a good man growing year after year . . . and move the 
best men into the unlimited frontiers of Advanced 
Underwriting. 


Typical presentations are Minnesota Mutual’s Suc- 
cess Bond Story, Mortgage Cancellation Plan and 
unique Business Insurance Proposal. Each is “‘trig- 
gered” by visual sales aids that really work ! 


Behind all this lies a higher-pay incentive contract 
incorporating an unusual combination of persistency 
fees. It guarantees greater return to the man who 
writes quality business. 


These are the reasons why the “Star of the North” 
shines as a guiding light to many a career underwriter 
who has found his place in the sun with... 


The Agent-Minded 


MINNESOTA 
MUTUAL 
LIFE 


Insurance Company 


VICTORY SQUARE—ST. PAUL, MINNESOTA 


Our 75 th Year 


PHILADELPHIA, COLUMBUS, 
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ACTUARIES 














CALIFORNIA ILLINOIS (Cont) iB 
COATES. HERFURTH & Harry S. Tressel & Associates 
onsulting Actuaries 
ENGLAND 10 S. LaSalle St., Chicago 3, [linois 


CONSULTING ACTUARIES 











Telephone FRanklin 2-4020 


Harry S. Tressel, M.A.1.A. W. P. Kelly 
M. Wolfman, F.S.A A. Selwood 











sills SORT ee M. &. Moscovitch, A.S.A. M. Kazakoft 
CHASE CONOVER & CO. 
Consulting Actuaries 
GA.-VA.-N.Y. “ 








BOWLES, ANDREWS & TOWNE 
ACTUARIES 
insurance Company 
Management Consultants 
RICHMOND ATLANTA NEW YORK 























Insurance Accountants 


332 S. Michigan Ave. Chicago 4, Ill. 
Telephone WAbash 2-3575 




















INDIANA & 
NEBRASKA 








GEORGIA & 
MICHIGAN 





Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR VM. ELAIGHT, Presiden 


Indianapolis Omaha 


























ALVIN BORCHARDT & COMPANY 
CONSULTING ACTUARIES 
=.=: 
NSURANCE ACCOUNTANTS 
1027 CADILLAC TOWER, DETROIT 26 MICH 
1106 WILLIAM OLIVER BLDG., ATLANTA, GA. 














ILLINOIS 








| CARL A. TIFFANY & CO. 
LONSULTING ACTUARIES 
221 West Wacker Drive 


CHICAGO 6 
Telephone FRanklin 2-2633 





NEW YORK 








Consulting Actuaries 
fuditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y 














PENNSYLVANIA 








FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
ASSOCIATE 
E. P. Higgins 
PHILADELPHIA 
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Fixed Dollar Investments 
Defended by Woodson 


(CONTINUED FROM PAGE 5) 
or of loss of time in reinvesting in- 
come! 

They don’t interrupt the day’s work 
with the glad tidings of new highs, 
but they don’t interrupt the night’s 
sleep with worry about new lows! 

They won’t rise in value as infla- 
tion chips away at the buying power 
of the dollar—but they won’t diminish 
in value when the dollar once again 
asserts an increase in buying power! 
And it will; never fear! 

They don’t offer you spectacular 
returns ON your money—but they 
guarantee the return OF your money! 
They don’t undertake to make two 
dollars grow tomorrow where only one 
dollar grows today (except by the 
slow, steady and ultimately miraculous 
process of compound interest) but 
they do guarantee that your dollar will 
be there when you need it! 

The point is not that we need less 
respect for equifies, but that we need 
more respect for guarantees. 

It isn’t remarkable that our national 
viewpoint has gotten out of focus on 
this question. We’ve been riding high 
for a dozen years and virtually a whole 
new generation has seen values do 
nothing but rise and rise and rise some 
more, and it is not unnatural that some 
members of that generation have come 
to feel that ownership of a few equities 
is the quick and certain road to riches, 
and that guarantees are for weaklings 
and women and children. 

But what goes up must come down 
and on the next cyclical decline in 
market values the fixed-dollar invest- 
ment will again be honored as it has 
been in the past. Those guaranteed 
dollars will look as big as wagon 
wheels when equity dollars have 
shrunk to the size of dimes... and 
when margined equity dollars have 
vanished entirely. We may assert this 
with confidence for the future of the 
fixed-dollar asset is predictable and 
certain. 

And so is the future of the equity 
investment. 

Its future course was charted with 
accuracy many years ago by Mr. J. P. 
Morgan the First, whose prognostica- 
tion has been borne out many, many 
times since the day he uttured his 
classic pronouncement. 

He was asked at a Senate hearing, 
you may recall, what the stock market 
would do in the future. 

His reply will never be forgotten. It 
is the soundest utterance concerning 
the future of equities which our his- 
tory records. It is the supreme and 
definitive statement on the subject. 

“The market,” replied Mr. Morgan, 
“will fluctuate.” 


Nationwide To Study 


D. C. Transit Assistance 


Directors of Nationwide group of 
Columbus met this week to consider 
supplying funds for a financial analy- 
sis of the possibility of assisting to Re- 
organize Capital Transit Co. of Wash- 
ington, D. C., the franchise for which 
will be terminated next year. There is 
a plan afoot on the part of Potomac 
Cooperative Federation to set up a co- 
op transit system to succeed the Louis 
Wolfson enterprise. 

Earlier there were indications of im- 
mediate support from Nationwide, but 
Murray Lincoln, president, said he felt 
the matter needed more study. The 
co-op proposal must be submitted to 
the D. C commissioners by Oct. 10. 





The R. F. Grund agency of Connecti- 
cut General Life at Cincinnati has 
moved to 815 Gas & Electric building. 








QDualetly 
in Pacific Mutual’s 
RECOGNITIONS 


enhances the pro- 
gressive effective- 
ness of Roger Coffin, 
Colorado Springs, 
as leading Pacific 
Mutual Representa- 
tive in the Rocky 
Mountain area.Con- 
sistently a high- 
ranking Big Tree 
Leaders Club quali- 
fier, he annually at- 
tends inspirational 
Top Star Confer- 
ences, in addition 
to periodic company 
conventions. 


Quality is the dom- 
inant objective in 
all Pacific Mutual 
field procedures. 


Pacific 

aes Sor Sosa, 

Mutucl 
Ry 
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LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 


LIFE Since 1868 « ALCIDENT Since 1885 
SICKNESS Since 1904 + RETIREMENT PLANS Since 1919 
GROUP INSURANCE Since 1941 


BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 
340 Pine Street, San Francisco 4, California 
Southern California & Arizona Branch Office 

9935 Santa Monica Bivd., Beverly Hills, Calif. 
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Claims, Legal Departments Can Nullify or 
fahance Public Relations Gains of Agents 


An inept or bungling claims or legal 
department of a company can nullify 
the good impression created and main- 
tained by the field force and the 
prompt and continuous servicing by 
the company, Joseph R. Stewart, as- 
sociate genera] counsel of Kansas City 
Life, said at the meeting of Interna- 
tional Claim Assn. at Lake Placid, 
N. Y. 

Spies men are instruments of good 
or il will and by their handling of 
claims they can encourage and confirm 
in the claimant, his family and com- 
munity, confidence and satisfaction in 
insurance and the company, or destroy, 
by careless handling, or over-emphasis 
on technicalities, the confidence not 
only of the claimant but of his family, 
friends and his association in the 
community. 

e ® e@ 

He described a small life company 
which has a “benefits” department 
rather than a “claims” department, and 
suggested the changed wording points 
up the thought insurers should be 
trying to foster. It is an affirmative 
rather than a negative approach. The 


' manner in which policy obligations 


are handled by the claim and legal 
departments determines largely the 
standing and reputation of the com- 
panies and is reflected either favorably 
or adversely in the attitude of the 
public towards insurance in general, 
he said. 

Claim men and insurance lawyers 
have a sensitive and vulnerable part 
of the business. He said he is sure 
that more than 90% of claims are dis- 
posed of promptly and satisfactorily 
with little or no friction. If the claim 
papers reasonably approach require- 
ments, where only minor discrepancies 


| are involved, in the interests of econ- 


omy and good public relations, they 
should be approved. Where doubtful 
or resisted claims are involved, the 
observance of a few simple rules should 
do much to insure a fair and equit- 
able and sensible handling of such 
matters, he said. 

A sound and careful investigation— 
fair to policyholder and company—of 
doubtful or borderline cases often 
provides the answer without further 
fuss or frustrations. It is when the 
companies are content with a skimpy 
investigation or cursory look at the 
facts that the trouble starts. 

_ . e 

For example, a number of years ago, 
Mr. Sewart’s company had a substan- 
tial double indemnity claim in New 
Mexico. A farmer was reported to 
have fallen from his barn roof and 
died of his injuries. An inspection re- 
port was entrusted to a local lawyer. 
The report indicated rather strongly 
that the farmer and his wife had had 
an argument and she had pushed him 
out of the hayloft. Because of the a- 
mount involved, Mr. Stewart investi- 
gated and found a number of neighbors 
who witnessed the whole thing. There 
had been a severe windstorm, damag- 
ing the barn and a number of neigh- 
boring farm buildings, and the neigh- 
bors were inspecting the damage. The 
farmer was on the roof of the barn 
pointing out some damage when he 
slipped and fell. There was nothing to 
do but approve the claim and pay 
the money. 

Afterwards, Mr. Stewart learned the 
lawyer had had trouble previously 
for doctoring up open and shut claims, 
inducing denial, and promptly solicit- 


ing the cases for litigation. That is an 
exaggerated instance, he pointed out, 
but it does show that if an attempt is 
made to get the facts in the first place, 
claims men can save themselves ex- 
penses and headaches and injustice to 
the claimants. 

When a doubtful or borderline case 
is encountered, the investigation should 
encompass all the facts including hos- 


pital records and doctors’ statements 
where possible. If the facts indicate 
fraud, misrepresentation or other rea- 
sons for non-liability, the file should 
contain adequate information upon 
which to base a sound denial of 
liability. 

Essentially, the successful defense of 
insurance litigation depends on a 
thorough investigation in the first 
instance. If facts are overlooked or 
reasonable possibilities not explored, 
the weaknesses will show up at the 
trial and, if serious enough, will result 
in a verdict against the company with 


consequent embarrassment to the 
claims men, the agent, and the worst 
possible reaction from the claimant, 
his family and friends. 

Insurance lawyers are prone too 
often to place all the blame for adverse 
judgements on plaintiff-minded juries, 
Mr. Stewart said. Largely that is true, 
but they shouldn’t overlook the same 
tendency in trial judges, particularly 
elected ones. A number of years ago 
in south central Missouri an old trial 
judge had his own homespun theory 
on a life insurance lawsuit, Mr. Stew- 

(CONTINUED ON PAGE 19) 
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Some people would. They’d like the convenience of being able to 


pick out a policy with one hand and dessert with the other. 


But for most thoughtful people, nothing will ever replace an honest, 
well-trained life insurance agent able to provide good, sound counsel in 


addition to good, sound policies. 


That’s why, here at Mutual Benefit Life, we’re placing more emphasis 
— not less — on the importance of the life insurance agent. And that’s 


why Mutual Benefit Life agents are confident of a prosperous future. 


precreeree 


Edward W. Brehm, Jr., Detroit, is a good example of the 
younger men representing Mutual Benefit Life. His college 
training supplemented by special insurance training, Ed’s 
clients know he’s building a career in life insurance and 
he’ll be available whenever they want service and counsel. 


Mutual 
Benefit 
Life 


INSURANCE COMPANY 


300 Broadway, Newark, N. J. 
Organized in 1845 
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Jumping National Birth Rate 73\* 
PLUS ...WNL'S 

Jumping Juvenile Policy __.... 
EQUALS .. . Real Good 


Business for our Agents 





...and no wonder. Look what the 
Jumping Juvenile offers: 

© Full $1000 benefit at age 0. 

© Inthe event of premature settlement 


during first 20 years of policy life: Full 
return of Premiums paid plus $1000 benefit. 








© Jumps to $5,000 benefit after age 21. ) 
i} 


e Matures as an endowment at age 65. 





Parents like everything about the Jumping Juvenile 
because it a/l makes sense to them. If you want the 
complete details on this popular, profitable contract, 
please write our Agency Department. Agency open- 
ings in Wisconsin — Michigan — Illinois — Indiana 


—Minnesota. 


WISCONSIN NATIONAL LIFE INSURANCE COMPANY 


OSHKOSH, WISCONSIN 
LIFE * SICKNESS * ACCIDENT * HOSPITAL * POLIO * ANNUITIES 


FIRST LEGAL RESERVE STOCK LIFE INSURANCE COMPANY IN WISCONSIN 











Everything's New at 
DINKLER HOTELS 
, y b a 





DINKLER PLAZA DINKLER-TUTWILER 
Atlanta Birmingham 


aaa 


Seer Se 





shee Bi 


DINKLER-ANDREW JACKSON 
Nashville 





DINKLER-JEFFERSON DAVIS 
Montgomery 





CARLING DINKLER, President 
CARLING DINKLER, Jr., Vice-Pres. 


ST. CHARLES 
New Orleans 


ee eee 


Prudential Names Lynch 


to Jacksonville Post 

Prudential has appointed 2nd Vice- 
president William P. Lynch head of 
insurance sales, field training, adver- 
tising, sales promotion and public re- 
lations of the home office in Jackson- 
ville, effective Sept. 19. 

Mr. Lynch, 38, joined Prudential in 
Jersey City, N. J., and became district 
manager at Richmond Hill, Long Is- 
land, N. Y., in 1945. He was advanced 
to director of training in the home of- 
fice in 1948. 

Mr. Lynch was elected 2nd-vice- 
president in charge of the agencies 
service department in 1949 and has 
been with the planning and develop- 
ment department at Newark since 1954. 
He is a CLU. 





Pru Management to Meet 


to Discuss Plans, Trends 


Prudential will hold a management 
conference Sept. 18-21 for 1,200 com- 
pany officials and field managers from 
the U. S., Canada and Hawaii. 

Conferees will represent district and 


——= 


ordinary agencies, group and mort 
loan offices, the home office in Ney. 
ark and the six regional home o 
The first such meeting in five years, jt 
will be held in conjunction with th, 
80th anniversary observance. 

Delegates will be welcomed at a re. 
ception in the Hotel Commodore, Ney 
York City, on Sept. 18. Executives wij 
discuss business trends and manage. 
og plans from Monday to Wednes. 

ay. 

A dinner Wednesday night in the ho. 
tel will conclude the meeting. Pring. 
pal speakers will be President Carrg 
M. Shanks, Gov. Meyner of New Jer. 
sey, Commissioner Howell of New Jer. 
sey, Superintendent of Insurance Ho; 
of New York and Admiral Oscar ¢ 
Badger (U.S.N. Ret.), of the board 
Other board members will attend. 





Continental American 
Names Pittsburgh GA 


Continental American Life has 
named Harry W. Porter general agent 
in Pittsburgh. He has a background of 
10 years in life insurance most recent. 
ly as general agent of Manhattan Life 
in Pittsburgh. His offices will be in the 
Bessemer building, 100-104 Sixth 
street, Pittsburgh. 


es, 











THREE SCENES FROM THE ST. LOUIS CONVENTION of National Assn, 
of Life Underwriters: J. Richard Ward, superintendent of agencies of Equitable 
of Iowa, with Gerhard Krueger, agent for that company who is 2nd vice-presi- 
dent of the Chicago association; Gerard S. Brown, Penn Mutual, Chicago, chair- 
man of NALU’s federal law and legislation committee, with Brice McEuen, 
agency director of Lamar Life, and Edward Schroeder, New York Life, Applet- 
on, host in the “cheese room” which was sponsored during the convention by the 
Wisconsin association. 















REINSURANCE 
EXCLUSIVELY 


LIFE 
ACCIDENT 
HEALTH 











161 East 42nd St. « NewYork 17, N.Y. 
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Says Claim Experts 
Can Build Good Will 
with Private Doctors 


Because the claim department of an 
jnsurance company is in a unique posi- 
tion for building good will between 
companies and doctors, claims experts 
should learn as much as possible about 
medical terminology in order to get on 
petter with physicians, Dr. Robert A. 
Goodell, medical director of Phoenix 
Mutual Life, declared at the three-day 
annual meeting of international Claim 
Assn. at Lake Placid, N. Y. 

Doctors employed in insurance med- 
jcine are “keenly aware of the problem 
of maintaining good public relations 
between the life insurance industry 
and physicians in private practice,” Dr. 
Goodell said. Insurance has depended a 
great deal on information supplied by 
the medical profession and doctors em- 
ployed in insurance want to do every- 
thing possible to foster a friendly feel- 
ing between physicians in private prac- 
tice and the life companies. 

Dr. Goodell expanded on this point 
by explaining: “The claim department 
of an insurance company is in a unique 
position for building good will between 
insurance companies and doctors. For 
this reason, I believe that each claim 
expert should learn as much as he can 
about disease and not throw up his 
hands in horror at medical terminol- 
ogy. Every profession or trade has its 
own terminology, which is the way of 
describing conditions in specific terms, 
rather than general terms. I believe a 
claim expert will get on better with 
doctors if he learns all he can about the 
special terminology of the medical pro- 
fession.” 

He termed “excellent” and worth re- 
reading a paper given last year by Dr. 
Bud Scoins, Lincoln National Life, on 
the relationships beteen doctors and 
the claim department. 

Dr. Goodell’s talk dealt with “Nerv- 
ous Conditions other than Psychoses 
from a Claim Viewpoint.” Since it is 
a highly specialized and complicated 
subject, it is necessary to use consider- 
able medical terminology, he said. He 
repeated his belief that it is desirable 
for the claim expert to become familiar 
with this terminology. 

He then showed lantern slides for 
45 minutes, reviewing some of the more 
important nervous conditions which 
may be presented to the claim expert. 











Stanley C. Collins, Agent of Me- 
tropolitan Life in Buffalo, who is new 
President of the N.A.L.U., poses with 
George Neitlich. Boston, newly elect- 
ed president of the American Society 
of Chartered Life Underwriters at its 
annual meeting in St. Louis. Mr. 


' Neitlich is manager for Metropolitan. 





A. G. Straub Jr. Joins 
N. Y. Life as Counsel: 
Was N. Y. Deputy 


Adelbert G. Straub Jr., who has 
been deputy superintendent of insur- 
ance in New York since 1951, has been 
appointed counsel in the legal depart- 
ment of New York Life. 

Mr. Straub was in charge of several 
insurance department bureaus, includ- 
ing the life bureau. He established a 
3-year training course for examiners 







and directed publication of a 7-volume 
series, Examination of Insurance Com- 
panies. He prepared studies entitled 
Case Studies in Allocation of Income 
and Expenses by Life Insurance Com- 
panies and Analysis of Practices in 
Reporting and Allocation of Income 
and Expenses by Life Insurance Com- 
panies. 

Mr. Straub was in charge of the in- 
vestigation of welfare plans which 
culminated in his report, Whose Wel- 
fare? A Report on Union and Employer 
Welfare Plans in New York. 

Previously in general practice in 


New York City he served as counsel 
for fire, marine and casualty com- 
panies. 

Mr. Straub was admitted to the New 
York bar in 1934 and is a member of 
the insurance section of American Bar 
Assn. and Maritime Law Assn. 





Invests $2,500,000 in Buildings 

Northwestern Mutual Life has pur- 
chased a group of five buildings in the 
southeastern area of Shaker Square 
at Cleveland for a reported $2% mil- 
lion. The purchase is for investment 
purposes and includes a _  250-car, 
double-deck garage. 


You love them... 
protect them ! 


Designed for the support of Great-West Life representatives, this poster will 


appear in over 60 cities throughout the United States and Canada during 1955. 


The message “You love them . . . protect them! 


? 


is a reminder of the 


foremost obligation of life insurance — to provide protection for the 


family against the financial hazards of the future. 


Outdoor advertising is an example of the support given Great-West Life 


representatives in their sales and service activities. 
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EDITORIAL 


COMMENT 





Frankness That Might Well Be Emulated 


The sizable grants—$200,000 each— 
recently made by Ford Motor Co. and 
Chrysler Corp. to finance research into 
safer designs for passenger cars have a 
two-fold significance for the life in- 
surance business. 

First, wouldn’t this be a_ vitally 
worth-while project for life companies, 
individually or collectively, to support? 
For traffic fatalities life companies 
this year are paying death claims at 
the rate of $80 million a year on 38,000 
policyholders. It’s estimated that 
around half of the deaths of motor-car 
occupants would be avoided if cars 
were equipped with safety belts, shock- 
absorbent padding, and other features 
aimed at minimizing the severity of 
injuries in the event of a crash. It 
would seem that money invested in 
this kind of research would pay off 
more handsomely and certainly sooner 
than even the money that the life com- 
panies are paying toward heart disease 
research, valuable as that program un- 
questionably is. 

Second, there’s a close analogy be- 
tween the automobile manufacturers’ 
crash-death problem and the life com- 
panies’ dollar-purchasing-power prob- 
lem. Both problems affect the public 
far more than they do the business it- 
self. Both problems could be ignored 
or belittled for years to come—as they 
have been for years past—without any 
vast amount of pressure from the pub- 
lic, Both of these matters invite a pol- 
icy of inaction based on fear of draw- 
ing the public’s attention to the prod- 
uct’s shortcomings. 

The automobile companies took plen- 
ty of time about deciding to come out 
in the open and line up in favor of 
less lethal interiors for their cars. Nev- 
ertheless, they seem to be seeing the 
light, so all credit to them. Moreover, 
it seems unlikely that the motor-mad 
public will be so impressed with the 
dangerous interior design of the av- 
erage car that they will refuse to ride 
in currently available cars. So the 
manufacturers are taking no great risk 
in conceding that car designs could be 
made a lot safer than they are now. 

If automobile manufacturers owe 
more to their buyers than powerful 
engines and good brakes, isn’t it also 
true that life insurance companies owe 
more to their policyholders and annui- 
tants than faithful performance of 
their contracts to pay the number of 
dollars specified in their contracts? 
There’s no sense whatever to a crash- 
safe interior—as long as the driver 
manages to keep out of trouble. And 
there’s no sense in providing a built- 


in hedge against inflation—as long as 
the purchasing power of the dollar re- 
mains reasonably constant. 

But it takes neither a safety engineer 
nor an economist to perceive that some 
cars are going to be involved in crash- 
es and that the long-term decline in 
the dollar’s purchasing power is likely 
to continue, despite short-term upward 


fluctuations. 

We don’t believe the problem of pro- 
tecting life insurance policyholders, 
beneficiaries, and annuitants against 
further losses in the dollar’s purchas- 
ing power should be pushed aside with 
the argument that anything that would 
get the public more concerned about 
this situation would serve to bring on 
more inflation. It was recently reported 
that high Treasury officials are con- 
cerned about the possible results if 
life agents generally were to push the 
sale of variable annuities, which are 
based on equity investments. A similar 
point of view has been expressed by 
some life insurance executives. But 
regardless of the merits of the variable 
annuity as the ultimate solution of the 
inflation question, it is fallacious to 
ignore the basic problem just because 
some members of the public might be- 
come—with good reason—concerned 
about the future stability of the dollar. 
The problem is there—just as urgent 
and unavoidable as the problem of 
providing automobile interiors that 
won’t tear people to pieces in a crash. 


PERSONALS 


Frank Lyons, Union Labor Life agent 
at New Brunswick, N. J., has been 
named chairman of the education com- 
mittee of the New Jersey Federation 
of Labor. 


J. Dallas Corbiere, Mutual Benefit 
Life, Boston, will be featured in a full 
page advertisement of the company in 
the October issue of Fortune. He was 
elected for the recognition because of 
the high quality and large volume of 
his sales, especially business life. 











Albert F. Jordan, District of Colum- 
bia insurance superintendent, and his 
family have returned from a 4-week, 
8,500-mile trip to the west coast and 
Mexico. 


DeMott Belcher, secretary of Con- 
tinental, is chairman of the insurance 
division in the golden jubilee fund 
raising drive of Travelers Aid Society 
of New York. Frank Schiff, president 
of Schiff, Terhune & Co., and John C. 


Weghorn, president of Weghorn agen- 
cy, New York, are co-chairmen. Others 
on the committee include A. Wes Bart- 
helmes of North America, Alexander 
Heid Jr. of John A. Eckert & Co., Rob- 


* ert Hogg of Equitable Society, Kenneth 


J. Ludwig of U. S. Life, John H. Lynch 
of Webb & Lynch, William Simpson of 
L.&L.&G. and Clifford Thomas of 
Johnson & Higgins, all of New York. 


George Aitken, assistant general 
manager and comptroller of Great- 
West Life, is leaving Sept. 16 for Ge- 
neva, Switzerland, where he will be 
one of two Canadian delegates attend- 
ing a meeting of the International 
League of Red Cross Societies. He is 
chairman of the national executive 
committee of Canadian Red Cross So- 
ciety. 


Charles O. McGee, new director of 
agencies for Lutheran Mutual Life, 
takes over his po- 
sition Oct. 1. 

Since 1946 Mr. 
McGee has been 
regional superin- 
tendent of agencies 
in Oregon, Idaho, 
and northern Cal- 
ifornia for Provi- 
dent Life of North 
Dakota. Now pres- 
ident of Oregon 
Assn. of Life Un- 
derwriters, he also 
served as president 
of the Eugene association. He is a CLU 
and has taught LUTC classes at Eu- 
gene. 

W. A. Voigts, present agency direc- 
tor, will remain with Lutheran Mutual 
as director of agency service. 





Charles O. McGee 


Merle A. Gulick, vice-president of 
Equitable Society, has been named 
chairman of New York City division 
of the committee of American indus- 
try, a division of National Fund for 
Medical Education. Andrew C. Web- 
ster, vice-president for selection of 
Mutual of New York, and Henry M. 
Cathles, vice-president of North Amer- 
ican Reassurance, are committee mem- 
bers. 


Waldo C. Cheek, president of In- 
dependence Life of Charlotte and for- 
mer North Carolina insurance com- 
missioner, has said he will be a 
candidate for governor next year if 
Dr. Henry Jordan, Cedar Falls indus- 
trialist, does not run. Incumbent Gov. 
Hodges is expected to seek reelection. 
They would run for the Democratic 


DEATHS 


CHRISTIAN FLUETSCH, Great- 
West Life agent at Jamestown. N. D., 
died suddenly at age 76. He had been 
with the company since 1927 and was a 
long time member of its top produc- 
tion club. 











— 


Commissioner Fischer of 


Iowa Dies of Heart Ailment 
DES MOINES—Commissioner Char. 


les R. Fischer of Iowa, who was 
serving his 13th 
year, died of q 


heart ailment at 
Mercy hospital 
here Sept. 8. Al. 
though Mr. Fisch. 
er had been jp 
poor health for the 
past few years, he 
had been active 
and carried on his 
work. He_ was 
taken to the hospi. 
tal on the previous 
Friday and his 
death came unex. 





Charles R. Fischer 


pectedly. 

Mr. Fischer had been active in Iowa 
politics for over 30 years having 
served as campaign manager for three 
governors. He was first appointed 
insurance commissioner on Feb. ll, 
1939, to succeed Maurice Pew who 
had resigned to enter the insurance 
business. Mr. Fischer was later ap. 
pointed to a full four year term and 
later reappointed to another term. He 
left the post when Sterling Alexander 
was named to succeed him, but after 
four years was re-named and the 
present Iowa Gov. Leo Hoegh had re- 
appointed him to another four year 
term starting only last July 1. 

Previous to his career as insurance 
commissioner he had served as super- 
intendent of the securities department 
and also assistant state budget direc- 
tor. 

He was born on a farm in Monona 
county and after farming entered the 
banking business. Later he became 
superintendent of agencies for Farm- 
ers Mutual of Rockford, Ia., and after 
that was treasurer of Iowa Home Own- 
ers Mutual. 

Mr. Fischer had been highly re- 
garded as insurance commissioner and 
was known for his strict observance 
of regulations in the insurance depart- 
ment and also in the securities division 
of his department. 

One of his principal accomplishments 
took place shortly after he took office, 
when he required the insurance com- 
panies to sell their farm land holdings 
in the state. The companies had ob- 
tained the land largely during the 
depression and under Iowa law were 
prohibited from keeping the farms for 
more than five years. Mr. Fischer 
refused to grant the companies exten- 
sions and as a result the companies 
were required to sell. 

Mr. Fischer was known in Iowa poli- 
tical circles as a “maker” of governors. 
He had the knowledge of political 
trends to pick the winner and was 
consulted by many for his advice in 
politics. 





E. C. BEHNKE, 54, an associate edi- 
tor of both Rough Notes and the In- 
surance Salesman, trade magazines 
published by Rough Notes Co., died 
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e In § isfactory. He was am for wate Sep. : i 
| 





coastal area man- 
ager at Savannah 
for 15 years before 
going to the home office in 1948. 


Cliff C. Hewett 


- New York Life Publishes 
‘ines | Stylebook for Writers 


died It’s the Style at New York Life, an | Continental 


illustrated 90-page booklet in four 
== | parts, has been distributed to all home Dr. F orsberg Gets New Duty | ASSURANCE COMPANY 








and branch office personnel respon- Dr. Philip M. L. Forsberg has been : J : ; 
) = for preparing typewritten mate- elected to the executive committee of A National Li ife Insurance Institution 
ral. United L.&A. He joined the company «© CHICAGO 4, ILL. 

The booklet sets the style for let- in 1946 as assistant medical director 39G 5. EMIS L A perie Z 


ters, memos, reports, requisitions, out- and was advanced to medical director 
-——— f lines, tabulating, duplicating of mate- in 1950. He was elected to the board 
rial, speech and manuscript transcrip- last July. 


tion. It resulted from a_secretary’s 

Suggestion that the company standard- Joseph P. Binns, general manager 

ees § ize its business communications. and executive vice-president of Wal- 
Sections cover grammar and problem dorf-Astoria Hotel in New York City, 

words, salutations and forms of ad- has been elected to the board of U. S. 

dress, abbreviations, numbers, capital- Life. He was appointed to the Hoover 

ization, punctuation and use of the dic- commission in 1953. 
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LJ we increased and made more 
profitable through use of the 


Company's unique Retirement 
Income Sales Kit. This Kit, com- 
plete with a phonograph train- 
ing record, contains all the 
materials needed to make a 
convincing Retirement Income 
presentation. It is one of four 
similar Kits, each based on field 
tested procedures which accel- 
erate the sales effectiveness of 
the career life underwriter. 
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General Agents 
Agency Managers 
Regional Agency Supervisors 
in the 10 Western States... , 


. +. and in 1956 qualified Pacific National producers 
will convention in Hawaii. 
If you are interested in any one of these appointments sit 
down right now and write to Kenneth W. Cring. 


PACIFIC NATIONAL LIFE ASSURANCE CO. 


411 East South Temple © Salt Lake City, Utah 





RAY H. PETERSON, President - KENNETH W. CRING, V.P. & Supt Agencies 





Petty Retires in W. Va.; 
Son Named New Manager 


William C. Petty, manager of Home 
Life at Huntington, W. Va., has re- 
tired after 25 years with the company, 
His son, William C. Petty Jr., has been 
named to succeed him. 

The elder Mr. Petty joined Home 
Life in 1930. The Huntington agency 





William C. Petty Jr. William C. Petty 
has maintained branches in Charleston, 
Bluefield and Welch, W. Va., and Ash- 
land, Ky. He has been president of 
West Virginia Assn. of Life Underwrit- 
ers, vice-president of the Kentucky as- 
sociation and president of the Hunting- 
ton and Ashland associations. 

The younger Mr. Petty joined the 
company in 1946 at Huntington and 
was named assistant manager in 1948. 
He went to the home office as agency 
field assistant in 1949 and returned to 
Huntington as associate manager in 
1951. 

The retiring manager was honored 
at a reception and dinner in Hunting- 
ton. President William P. Worthington, 
who was principal speaker, presented a 
25-year service emblem and the first 
retirement check under the company’s 
security benefits program to Mr. Pet- 
ty. He called Mr. Petty an outstand- 
ing life insurance figure in the state 
who has exerted a “very positive in- 
fluence in Home Life’s national field 
organization” for sound management 
and client building through ‘planned 
estates.’ John H. Evans, vice-president 
and manager of agencies, served as 
toastmaster. 





Monumental Appoints 


Two Mich. Managers 


Monumental Life has _ transferred 
Robert Breen from manager at Sagin- 
aw, Mich. to a similar post at Flint, 
Mich. and promoted Anthony C. Metz 
from staff manager at Flint to manag- 
er at Saginaw. 

Mr. Breen joined the company in 
Detroit in 1946 and became manager 
of the No. 2 agency there in 1948. He 
was appointed special home office rep- 
resentative in 1954 and that same year 
went to Saginaw as manager. 

Mr. Metz has been with the company 
seven years, beginning at Saginaw, and 
became staff manager at Flint in 1951. 





Northeastern Michigan 


A&H Underwriters Meet 


Northeastern Michigan Assn. of A&H 
Underwriters held an “education day” 
in Bay City, with Ray Bos, Time, state 
association president, presiding. Speak- 
ers were Charles Milner, Flint, author 
of Manual of Suggestions and Proced- 
ures, and Congressman Elford A. Ced- 
erberg, who discussed the federal gov- 
ernment’s health and welfare program. 

The state board of directors also 
met to discuss the new disability insur- 
ance training council course. 


Name Schaatt and Cowles 
LIAMA Committee Heads 


Charles H. Schaaff, vice-president of 
Massachusetts Mutual Life, and James 
H. Cowles, vice-president of Provident 
Mutual Life, have been named com- 
mittee chairmen of LIAMA’s agency 
officers round table. 

Mr. Schaaff heads the program com- 
mittee for a meeting next May 7-9 at 
Westchester Country Club in Rye, N. Y. 





— 


Members are Perry T. Carter, vicg 
president of Travelers, J. A. McAlli 

vice-president and director of agencig 
of Sun Life of Canada, Raymond Olson, 

















president and chairman of the agency 
committee of Mutual Trust Life, on C 
Marvin E. Lewis, agency vice-president New 
of Bankers Life of Iowa. They wi] » orali 
meet Oct. 10 in Chicago to plan the liber 
conference. ian av} 
Mr. Cowles, immediate past preg. | LOWS 
dent of the round table, heads larger 
Robert H. Denny, vice-president g | with fu 
State Mutual Life, Stanton G. able fo 
vice-pe2sident of -ales of Mutual of The ne 
dent in charge of agencies of Canaan” 
ent in charge SO 4 
Life. = on 
n 
Steinberg Agency Sets Record - 
Steinberg Associates, general ag : Redu 
of Massachusetts Mutual Life in J,.} . 
maica, Queens, N. Y., had sales j,) ™U™S 
August totaling $657,250, a record fo vate al 
the month. It was the 27th consecutiye | compris 
month that B. William Steinberg’s . 
gency exceeded its previous production | pilots, t 
mark for that month and third time] $1,000 i 
this year that an all-time record was} js $50,0( 
set. The agency has sold $9 million, off jimits 
which 2.9% has lapsed, since it wa es a 
founded in June, 1952. Specializing jp plan wi 
property planning and advanced prob.} 
lems, agency policy sales have ayer. fiying ti 
aged $18,931. nual fly 
prior to 
anticipat 
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y. Y. Life Increases 


a |{imits, Cuts Premiums 


on Civilian Air Risks 

New York Life has introduced a new 

jberalized program for insuring civil- 

jan aviation risks. 

Lower aviation extra premiums and 
r maximum limits of insurance 

with full aviation coverage are avail- 

able for many civilian aviation risks. 

The new aviation extra premiums re- 


i I tect the continuing. improvement in 


dvilian aviation fatality rates that has 
pen experienced in recent years, 
ycording to James T. Phillips, vice- 
president and actuary. 

Reductions in aviation extra pre- 
miums have been made for most pri- 
vate and student pilot groups, who 
emprise the bulk of the company’s 


“| dvilian aviation risks. For student 


lots, the annual extra premium per 
$1,000 is $4 and the maximum limit 
is $50,000. Annual extra premiums and 
limits for pilots operating private 
planes and with solo flying experience 
are: with less than 100 hours solo 
flying time, $4 and $100,000; with an- 
nual flying time during the 12 months 
prior to date of application and that 
anticipated in the future of 200 hours 
or less, $2.50, and 200 hours or more 
$4, and a maximum limit of $100,000 
for each. In the private and student 
pilot categories, where insured is age 
% or less and has not previously 
served in the armed forces, maximum 
limit is $25,000. 

Persons engaged in flying business 
establishment aircraft for which main- 
tenance standards are comparable to 
scheduled airlines will qualify for 
lower aviation extra premiums. An- 
nual extra premiums are: for those 
flying multi-engine planes, $2.50; for 
those whose flying time during the 12 
months prior to date of application 
and that anticipated in the future is 
200 hours or less, $2.50, and 200 hours 
or more, $4. Maximum limit is $100,- 
000, but in cases where the age of 
insured is 26 or less and he has not 
previously served in the armed forces, 
the maximum is $25,000. 

Aviation extra premiums have been 
reduced for instructional flying, crop 
dusting, photography and survey fly- 
ing. Annual extra premiums are $5 
for survey flying. Maximum limit for 
instructors, photography and survey 
flying is $100,000, but $25,000 where 
insured is age 26 or less and has not 
previously been in the armed forces. 
Maximum for crop dusting is $25,000. 
The revised program also provides 
an increase to $100,000 of the maxi- 
mum limit for the waiver of premium 
benefit on civilian aviation risks. 





Merger of Constitution Into 


Sterling Gets OK in Cal. 


LOS ANGELES—The merger of 
Constitution Life of Los Angeles and 
Sterling of Chicago, pending since 
application was filed in 1953, has been 
approved by Commissioner McConnell. 
Constitution is to be merged into the 
Sterling, the latter to become the con- 
trolling company with the name of the 
merged organization to be Constitution 
fe. The merger is subject to approval 
of the Illinois insurance director. 

. Both companies are controlled by 
interests identified with Bankers Life 
& Casualty and its president, John 
MacArthur. Some time ago an attempt 
was made to merge Constitution Life 
Into Bankers Life & Casualty but the 
application was revoked before final 
action was taken by the California de- 
partment. 

Bankers Life & Casualty interests 
icquired control of Constitution in 
92 and of Sterling in 1953. At the 





end of 1954 Constitution had assets 
of $13,942,420, with capital of $300,000 
and surplus of $748,354. Its ordinary 
insurance in force totaled $189,397,775 
and industrial in force amounted to 
$4,674,156. Net A&H premiums totaled 
$5,257,374 during 1954. 

At Dec. 31, 1954, Sterling had assets 
of $8,375,014, with capital of $1 million 
and surplus of $2,283,348. A&H prem- 
iums during 1954 amounted to $10,- 
778,855, and at the year end ordinary 
life in force totaled $15,684,313. 


Stratton Made A&H Sales 
Chief for Capitol Life 


S. L. Stratton has joined Capitol 
Life of Colorado as director of A&S 
sales. 

Mr. Stratton formerly headed sales 
training and promotion for the south- 
ern California district of Paul Revere 
life. He was with Prudential from 1929 
to 1938, headed A&H sales in Califor- 
nia and Arizona for Globe Indemnity 
and served as an A&S field director for 
Pacific Mutual. From 1950 to 1952 he 
was a general agent for Ohio National. 





Lyons to Indianapolis Life 


John P. Lyons, National Guardian 
Life agent at Madison, Wis., has re- 
signed to become general agent there 
for Indianapolis Life. 


NEW SECURITY 
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Robert K. Gross, business manager of American Society of Chartered Life 
Underwriters, and Helen L. Schmidt, administrative assistant of American 
College, are shown with Arthur W. Mason Jr., director of college relations of 
American College, (left), and Leroy G. Steinbeck, managing director of the 
Society, (right), after receiving their CLU designation at the annual meeting 
in St. Louis. Mr. Mason and Mr. Steinbeck received their designation last year. 


our own Company. 


in individual contributions. 


He who would sell financial security to others must first have 


Our Security Program for National Life associates in Home Of- 
fice and Field has recently been liberalized to the point where 


we think it is the best in the business, all of it administered by 


Despite substantial additions to the plan, there was no increase 
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Pru Appoints Kirkland 
Chief Medical Director 


Prudential has appointed Dr. Henry 
B. Kirkland chief medical director to 
succeed Dr. Edwin G. Dewis, who will 
retire Oct. 1 after 35 years with the 
company. 

Dr. Kirkland joined the medical staff 
in 1934 and was named medical direc- 
tor in 1952. He is an authority on car- 
dio-vascular diseases. 


Name Wagoner, Buffaloe 


to Little Rock Posts 


New York Life has appointed Jack 
Wagoner general manager at Little 
Rock and William L. Buffaloe asso- 
ciate manager. 

Mr. Wagoner, who has been manager 
at Tulsa, joined the company in 1945 
at Memphis and was promoted to 
assistant manager with headquarters 
at Earle, Ark., two years later. He 
was named assistant manager at Little 
Rock in 1950. 

Mr. Buffaloe, a training supervisor 
for the southwestern division since 
1954, had been assistant manager at 
Little Rock since 1951. 

The new officials were honored at 
a luncheon in Little Rock. Attending 
were nary. 4 Dowell, executive vice- 
president, Opie R. Carter, vice-pres- 


ident of the west central region, Ver- 
non V. Van Leuven, southwestern 
division field vice-president, and For- 
rest Huffman, group manager of the 
southern region. 


Kirk Joins Bankers 


National Agency Staff 

J. Herbert Kirk has been named a 
field supervisor in the training and su- 
pervision section of the agency depart- 
ment of Bankers National Life. He 
entered insurance with New England 
Life at Hackensack, N. J., and joined 
Bankers National early this year as 
general agent at Waldwick, N. J. 


Transfers to Home Office 

G. Kenneth Davidson, supervisor 
in Northwestern National Life’s office 
in Columbus O., has joined the agency 
field service staff at the home office. 

Mr. Davidson joined the Preston 
agency in Great Falls, Mont., as a 
personal producer early in 1953. 


New Dallas A&H Publication 

Dallas Assn. of A&H Underwriters 
has begun publication of a bulletin 
for members. Ray Bacus of Union 
Bankers is the editor. The new paper 
is a monthly. 












vantages like these: 


cash value. 


serves for keeps! 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 








FOR KEEPS — 
NOT FOR QUITS 


MOST MEN buy Occidental’s Preferred 
Whole Life policy to keep — not to sur- 
render in 10, 15, or 20 years. 

So while our projected net surrender costs 
stand with the best, we stress—for the man 
who keeps — low net payments and ad- 


The man who keeps —and retires — has a 
high retirement annuity for each $1,000 of 


Fhe man who keeps — and dies — leaves 
his beneficiary a plan with generous 
monthly income options. 

And the man who keeps — and is totally 
disabled — can have Disability Income of 
$10 per $1,000 to age 60, $5 per $1,000 
thereafter — and keep his insurance! 

In other words . . . Occidental’s Preferred 
Whole Life plan serves a man best when it 






“A Star in the West..."% 


“WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DOF’ 





































officer for the American College hour. On the stage in the background a 
trustees of the college. 








$22 million for the same period last 
year. 


Record Month for No. American 


North American Life in August had 
sales of $6,153,000, the biggest month 
on record. The largest previous month 
was March of 1955 when sales were 
$4,800,000. The August record was 
set in a campaign for business in honor 
of Chairman Paul McNamara. For 
the first eight months the company 
has $36 million in sales compared with 





Big Gains tor Guarantee Mutual 
New business of Guarantee Mutul 
Life of Omaha is 30% ahead of 194 
for the first eight months. Commercial 
A&H premiums are 17% up. Augusi, 
1955, was 23% ahead of August, 1954 
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men to assist agents 


Top commissions. 
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Claims Men Can Aid 
Agents’ PR Work 


(CONTINUED FROM PAGE 11) 
art said. He didn’t believe in the nice- 
ties of the law on fraud and misrepre- 
sentation, the non - payment of 
jums, or policy coverages. He 
only wanted to know—“did he have a 
policy?” and “is he dead?” 

One company met similar reactions 
at a higher judicial level—the Su- 
preme Court. It had a suicide-accident 
case in which insured, suffering an 
incurable disease and facing criminal 
prosecution, locked himself in the 
pathroom, pushed aside his pajama 
jacket, shot himself below the heart 
with a revolver, then unlocked the 
door and told his wife he had shot 
himself. The Supreme Court said that 
evidence did not overcome the pre- 
sumption of accident since insured 
hadn’t said he shot himself intention- 
ally. Then the court came up with this 
judicial gem, Mr. Stewart said—“The 
shot was fired on the Fourth of July. 
We take judicial notice of that date 
and its significance to the American 
people and because of that fact fire- 
arms are frequently discharged in 
celebration.” It failed to discuss the 
appropriateness of a locked bathroom 
for a Fourth of July celebration, he 
commented. 

An over-emphasis on technicalities 
or an over-reliance on harsh principles 
of law should have no place in a fair 
and understanding appraisal of liabil- 
ity under an insurance contract, he 
said. This problem frequently arises in 
claims for total disability benefits 
























company to investigate the facts when 
disability is occasioned by the incapa- 
city or insanity of insured and no 
notice or proof of disability is fur- 
nished, or is furnished after death, if 
the claim department and the legal 
department can satisfy themselves that 
the furnishing of proof was reasonably 
impossible and insured was actually 
disabled at the times in question or to 
the extent required by the policy, then 
the strict requirement of timely notice 
and proof of disability should be 
brushed aside and the claim should 
be approved and paid. 

A number of these cases have arisen 
within the last two or three years, Mr. 
Stewart said, and in each the company 
was able to satisfy itself that insured 
had been incompetent or was confined 
in a hospital or institution and the 
technicalities of notice and proof had 
no bearing on the actual liability. 

His company had a _tragic-comic 
situation in Alabama on this subject. 
Insured and his wife living in a small 
country town, requested the cancella- 
tion of the disability prevision on their 
rather sizable policy and a consequent 
reduction in premium. This was done. 
The policy was carried for a while 
and lapsed. Two or three years later 
insured’s daughter in Texas wrote that 
her mother had sent the policy to her, 
saying that if she cared to pick up 
the premium payments and carry the 
policy, she could have it. The daughter 
asked the company’s advice. Inquiries 
developed that insured had _ been 
wholly disabled in a small country 
sanitorium a number of years and the 
disability provision had been cancel- 
led because “it didn’t seem to be doing 
him any good.” The company had never 
received notice or claim for disability. 
When the facts were verified the com- 





Autual where no timely proof, or no proof 
e Mutul whatever of disability is furnished. 
d of 194) That requirement has a_ reasonable 
mmerci] | Place in the contract to enable the 
. August, 
just, 1954, 
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pany reversed the records reinstated 
the disability provision, refunded pre- 
miums paid since disability, and re- 
vived the policy on a disability basis 
as it would have had it been informed 
about it in the first place. 

The company was doing only what it 
should do; the technicalitites of notice 
and proof of disability had no bearing 
whatever on the merits of the claim, 
Mr. Stewart said. 

There will always be the fraud, the 
chiseler, the claimant who is after an 
easy dollar, and claims men must win- 
now them out and deal with them as 
firmly and decisively as the facts war- 
rant. Also, many claims must be denied 
for coverage limitations, policy lapses, 
exclusions, and the like, but a diploma- 
tic and reasonably explained “no” can 
do much to soften or dissipate ‘the 
feeling of resentment that results 
quite frequently from a denial of li- 
ability. 

Claims men should not back away 
from or hesitate to litigate cases pre- 
senting unusual facts, or those present- 
ing novel or undeclared principles of 
law. In this way they advance their 
knowledge within the business, chart 
new paths, and set precedents for 


future underwriting. 

At present Mr. Stewart is defending 
two cases involving accidental death 
benefits in which an 18-year-old son 
shot insured five times and killed him. 
Proofs of death submitted declared that 
insured was shot by his son in self- 
defense. On a first degree murder 
charge, the son was tried and acquitted 
on a plea of self-defense. The double 
indemnity provision excluded liability 
for death resulting from injuries in- 
tentionally inflicted by another, yet the 
beneficiary is suing for accidental 
death benefits, relying on the pre- 
sumption of accident where violent 
death appears. Accident? When a man 
is shot five times? Sounds improbably, 
Mr. Stewart commented. In addition,— 
it connotes a deliberate intentional act 
in defense of one’s life or safety. How 
they’ll get around that admission in 
the proof of death, he said he didn’t 
know, but he is going to litigate it and 
find out who’s right. 

Again, a soldier left his unit in 
France under circumstances which 
caused the army to carry him on its 
rolls as a deserter. Should the seven 
year rule on unexplained absence 

(CONTINUED ON NEXT PAGE) 
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(CONTINUED FROM PRECEDING PAGE) 
override facts in the army file, indi- 
cating a deliberate disappearance and 
ample, even serious, reasons for re- 
maining absent? A court recently held 
that it did, and Mr. Stewart’s company 
had to pay. The insurer was fronted 
with an unusual situation and felt 
justified in litigating the matter to find 
out where it stood. 

In another pending matter involving 
a policy with an aviation limitation 
rider, insured, a. private pilot, took 
off with a passenger in a light plane 
over the Mojave desert in the face of 
storm warnings in the area and against 
the advice of older, weather-wise 
pilots. Six months later the plane was 
found where it had been forced down 
so damaged as to make it unflyable 
and the pilot and passenger, uninjured 
in the descent, were found at varying 
distances from the plane, dead of ex- 
posure and heat exhaustion. Claimants 
assert the aviation limitation does not 
apply because the deaths did not result 
trom the flight or descent of the plane 
but from heat exhaustion and exposure 
after landing uninjured in the plane. 
The courts have held in several cases 


that death resulting from the forced 
landing of a plane in the sea, with 
the pilot leaving the plane safely but 
drowning in efforts to reach shore, 
was death resulting directly from the 
aviation risk and recovery was denied. 
Now, the principles are the same—only 
the facts have changed, he said. Here 
the failure or forced landing of the 
plane subjected the pilot and the pas- 
senger to the perils of the desert, as 
real and as deadly as those of the sea. 
His company feels the deaths are di- 
rectly attributable to the excluded a- 
viation hazard. The case merits an 
effort to crystalize the law on the sub- 
ject for future guidance. 





Wash. National LOMA Enrollmen* 
Home office employes of Washington 
National, Evanston, Ill, set a new 
record in participation in Life Office 
Management Assn. institute courses. 
Thirty-three received certificates and 
bonus awards from Chairman R. J. 
Wetterlund and President Paul W. 
Watt. 
Three completed the four examin- 
ations in course I, 27 completed one or 
more in course I, and three passed one 
or more of the exams in course II. 





THE HANDS OF 
THE PILOT 


The steady hands of the Pilot 


guide the company in an 


unswerving course that means 


security to policyholders. Today's 









ingurance in force of more than 

929 million dollars means 
continued security and strength 
for Pilot policyholders in 
the years to come. 
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Travis to Central Standard 


as Agency Superintendent 


Central Standard Life has appointed 
William Travis su- 
perintendent of 
agencies for Iowa, 
Nebraska, Kansas 
and Missouri. 

Mr. Travis start- 
ed his life insur- 
ance career in the 
home office agen- 
cy of Bankers Life 
of Iowa and then 
joined Iowa Life 
aS a personal pro- 
ducer. He was one 
of that company’s 
leading general 
agents before 
going with Central Standard. 

The appointment of Mr. Travis 
brings the number of Central Stand- 
ard superintendents of agencies to 
three and is another step in its agency 
building program. 


William Travis 





Mo. Insurer Gets Charter 


Financial Reserve Life, a newly- 
organized Missouri insurer, has been 
granted a charter and certificate of 
authority by the Missouri department 
and plans to begin operation by Oct. 1. 

Keith Skelley, formerly general 
agent for Lincoln National Life at 
Oklahoma City, has been named super- 
intendent of agencies for the new 
company. Prior to joining Lincoln Na- 
tioal, Mr. Skelley was assistant state 
manager for New York Life in Okla- 
homa. 

_ The company was organized at Jop- 
lin and plans to maintain its home 
office there. 





Union Bankers of Dallas has been 
licensed in Idaho and Nevada. The 
company is now entered in 20 states. 





—= 


Occidental to Have Float 
in Rose Bowl Parade 


LOS ANGELES—Occidental Life og 


California will have a float in the 195 
Pasadena tournament of roses parade 
to be held Jan. 1 preceding the Rose 
Bowl football game. It is the first life 
insurance company that has 
awarded a place in the internation; 
famed spectacle. Occidental won oyt 
over nine other applicants. 





Holds Sales Conference 


More than 240 field representative 
of Pacific Mutual Life attended the 
company’s national sales conference a 
Banff Springs, Can. 

Top company executives in attend. 
ance were T. F. Burnett and George 
B. Gose, executive vice-presidents: 
and Fred S. Sibley and Ralph J 
Walker, vice-presidents. : 

R. Earl Denman of the Cincinnati 
agency was named the company’s 
Tree Club president, and William Bal. 
kin of Chicago, Abram L. Geller of 
Houston, Chester Ashford of Fresno 
and Al Robinson of Oklahoma City 
were named vice-presidents, 





Prudential Reprints Editorial 
from The National Underwriter 

An editorial which appeared in a 
recent edition of THE NATIONAL Unngp- 
WRITER has been reprinted in the 
August issue of Management Digest, 
Prudential’s monthly publication for 
its supervisory staff. 

The editorial, titled “Horatio Spirit 
Needs Reviving,” cites an executive 
who feels that companies owe younger 
men the opportunity to succeed but 
that advancement should be based 
mainly on work done above and 
beyond the call of duty. What he does 
to earn advancement and recognition 
should be on his own initiative and 
probably to a considerable extent on 
his own time. 








FULL CASH 
REFUND 


Fill out coupon and send by AIR 
MAIL... TODAY! You'll be glad 
you did. 


TRACT. 





Advertised in.-- 


Colorful pages in leading magazines are tell- 
ing 13 million American families exactly how 
they can provide DOUBLE-DUTY DOLLARS— 
SAVINGS AND PROTECTION! It’s the story 
of UNITED OF OMAHA’'S famous “‘20-20 FULL 
CASH REFUND PLAN,” that's still breaking 
records. Sales up 25%, first half of 1955. 
Last half leading any previous period. 


What does this mean to YOU? Mail the cou- 
pon for full details. No obligation. 


| MAIL COUPON TODAY: 


AGENCY DEPT. 

UNITED OF OMAHA, 

Omaha, Nebraska 

Please rush full information about your 20-20 
me all about your profitable LIFET| 









Collier's 





Dept. NU 


lan. Tell 


IME CAREER CON- 





UNITED BENEFIT LIFE 


INSURANCE COMPANY 
Street 





More than a billion-and-a-half dol- 
lars of life insurance in force. 


HOME OFFICE: Omaha, Nebraska 


Town and State. 
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CANADIAN OFFICE: Toronto 
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oat p. C. Agents Object to 
Variable Annuity Life 
the Get | Name, Meet with Jordan 
S parade WASHINGTON—Members of Dis- 
he trict of Columbia Assn. of Life Un- 
first lite | gerwiters were scheduled to meet Sept. 
A 14 with Insurance Superintendent 
ates, Jordan to discuss the new Variable 
a Annuity Life Insurance Co. and prob- 
Jems of variable annuities. 
e The association feels that, although 
yariable annuities are and will be 
ntatives | old, the words “variable annuity” 
ded the | should not be linked with the life 
nee at | jusiness or a life company because 
attend. | life insurance is a certain thing while 
Geor, the character of variable annuities is 
Sidents: | indicated by their name. 
alph J’ The association says it might be all 
: right for a company to be called a 
acinnati “variable annuity company” but it 
ye tends to mislead when the name is 
aller og | coupled with the words “life insur. 
Fresno ance.” ars ; 
1a City Mr. Jordan has indicated National 
Assn. of Life Underwriters has shown 
interest in the matter. He also heard 
from persons connected with the D. C. 
ler association, which urged caution in 
d in dealing with variable annuity prob- 
Uhenaes lems and calling for careful supervi- 
in the | sion of their operations. The superin- 
Digest, | tendent is understood to favor such an 
on for attitude. 
Spirit Mr. Jordan lauded THE NATIONAL 
>cutive UNDERWRITER for its editorial on the 
ounger | variable annuity situation in its Aug. 
ia 26 issue. “Everybody agrees that some- 
» and | body is going to write variable annui- 
e does ties,” he said. “The only question is 
mition | who, and how to go about it.” 
e and George E. Johnson, president of 
nt on | Variable Annuity Life, reportedly has 
conferred with securities and exchange 
commission officials who are studying 





problems presented by variable annu- 
ity companies. 

SEC representatives also have con- 
tacted Mr. Jordan to obtain what the 
superintendent termed factual mater- 


-ial about Variable Annuity Life. 


SEC officials have discussed with 
“several companies” questions arising 
from variable annuity operations. The 
commission’s divisions of corporate 
finance and corporate regulation want 
to decide whether a variable annuity 
company should register and report 
under federal securities law or be 
under the investment company act of 
1940. 

Mr. Johnson said John D. Marsh & 
Associates, estate planning organiza- 
tion of Washington, will be a general 
agent of Variable Annuity Life. Mr. 
Marsh is a board member of the new 
company and general agent of Lincoln 
National Life in Washington. Mr. 
Johnson said he expects the company 
will be ready to begin operations in a 
couple of weeks. 





Famed Convention Hotel 


Sold to Sheraton Chain 


The French Lick Springs Hotel at 
French Lick, Ind., the scene of many 
insurance meetings, has been sold to 
the Sheraton hotel chain for $1.6 
million. It will be known as the 
French Lick-Sheraton. 

In 1952-53 the hotel was owned by 
Massachusetts Mutual Life. 





Leads Pru in Percentage Gain 

The Gateway Center agency of Pru- 
dential at Cincinnati, headed by Mick- 
ey Weintraub, topped all ordinary 
agencies of the company in percentage 
of increase in life production through 
the first six months. The agency vol- 
ume at June 30 of $3,106,546 compared 
with $807,979 for the same period last 
year, an increase of 384%. 








It's New—Ir's DIFFERENT 


CoOLONIAL's JUNIOR ESTATE BUILDER 
A $1,000 Policy Issued at Age One 





Increases to $3,000 at 18; 
Then increases again at 25 
to $5,000 
And becomes fully paid-up at 65, 


while premium remains the same—$41.31 





[BOF 


HOME OFFICE 





XUM 


CASH VALUE AT 65—$3,671 


Plus all the other usual benefits of permanent life insurance 


ISSUED AGES 0 TO 14 


THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 
. EAST ORANGE, NEW JERSEY 


~ Richard B. Evans, President 





Conn. General Offers 
Group Plan for Firms 
with 10-24 Employes 


Connecticut General Life has intro- 
duced a new group plan, known as 
group special, for smaller business 
firms with 10 to 24 employes. It in- 
cludes life, weekly income A&S, hos- 
pital expense, and a new type of spe- 
cial accident protection. 

Four life plans are available: two 
level schedules of $2,500 and $5,000 
and two graded schedules of $2,000, to 
$5,000 and $4,000 to $10,000. 

A&S will be offered in weekly in- 
come amounts of $21, $28 or $35. 

Three hospital plans are offered: 
$9, $12 or $15 a day in hospital bene- 
fits; surgical schedules of $200, $250 
and $300; in-hospital medical pay- 
ments of $3, $4 and $5. Hospital fees 
are 20 times the daily hospital rate 
and maternity benefits are 10 times 
the daily hospital rate. 

The new special accident protection, 
which may be included with the hos- 
pital protection if the employer wishes, 
provides additional benefits to $300 
for employes and dependents for hos- 


pital, doctors’, surgical and nurses’ fees 
either in or out of the hospital. Lump 
sum payments of $2,000 for accidental 
death and dismemberment are includ- 
ed for employes only. 

“Through this new plan, we can now 
provide the hundreds of thousands of 
small businesses in our’ country the 
security of insurance protection for 
their employes comparable to what has 
been available for larger companies,” 
C. Manton Eddy, vice-president and 
secretary, said. “We are pleased to be 
able to offer this new insurance plan 
because it will better help to meet 
the needs of a large and important part 
of the employed public.” 


N. Y. Lite Ads Aid Flood Victims 
_New York Life launched an exten- 
sive local and regional advertising 
program during the recent floods along 
the east coast. Public service adver- 
tisements assured policyholders of 
extended periods for payment of pre- 
miums and offered aid to those whose 
policies were lost and to those who 
wished to make policy loans. The ad- 
vertisement appeared in 35 newspapers 
serving disaster areas in Connecticut, 
Massachusetts, New York, New Jersey, 
Pennsylvania and Rhode Island. 








for the 


CiFE © ACCIDENT 





Now...more monthly income 
long disability 





GREATER Fiexisiity of Connecticut General’s DD65 makes 
it better than ever for your clients (and you!) This non- 
cancellable contract now offers larger monthly income up 
to age 65 for accident or sickness. 


For full details call the Connecticut General 
office nearest you. Or write Connecticut 
General Life Insurance Company, Hartford. 


Connecticut 
General 


© WEALTH ° 





GROUP 
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McLeod in Agency Post 


for Provident Life of N. D. 


Provident Life of North Dakota has 
appointed Alexander A. McLeod re- 
gional superintendent of agencies for 


southern Oregon, southern Idaho, and 
northern California. 

Mr. McLeod formerly was director 
of training in the home office of Pacif- 
ic Mutual and more recently general 
agent for Washington National at San 
Francisco. 





NEW ENGLAND 


Mii tAFE 


INSURANCE COMPANY 
BOSTON, MASS. 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1835 
This is how New England Mutual Life is stressing the “life” in its name 
and de-emphasizing the word “mutual.” They new logotype will be used in 
advertising, letterheads, forms, and other printed material. 








WANT ADS 








Friday in Chicago office—175 W. Jackson 


make payment in advance. 


Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Blvd. 


THE NATIONAL UNDERWRITER—LIFE EDITION 


Individuals placing ads are requested to 


FRATERNALS 


Woodmen Circle 
Picks Mrs. F. H. Jensen 


as New President 

“Building for Tomorrow” was the 
theme of the 25th national conven. 
tion of Supreme Forest Woodmen 
Circle in Los Angeles where approx- 
imately 250 officers, delegates and 
state managers convened. 

National officers elected were: Mrs. 
Florence H. Jensen, Omaha, president; 
Miss Blanche Eakin, Omaha, lst vice- 
president; Miss Frances Ferguson, Los 
Angeles, 2nd _ vice-president; Miss 
Louise Patrick, Omaha, secretary, and 
Mrs. Lena Alexander Shugart, Dallas, 
treasurer. 


L. B. to Convene Oct. 12 


Nearly 400 delegates will attend the 
14th quadrennial convention of Luth- 
eran Brotherhood in Minneapolis Oct. 
iz. 

The meeting will include a review 























WANTED 





AGENCY DIRECTOR 








ASSOCIATE ACTUARY 
Twenty year old well established Southwestern 
Life Insurance Company having $125,000,000 in 
force (All Ordinary—No Group, Industrial or 
H & A) desires Associate Actuary, age range 30-40 
preferred. Please write giving education, experi- 
ence, other qualifications, family status and salary 
expected. Address Box H-14, The National Un- 
oe Co., 175 W. Jackson Blvd., Chicago 4, 

nois. 








—— 


of the society’s benevolence program 
which last year involved a distributi 

of nearly $147,000 for scholarships fo 
42 Lutheran schools and various other. 


church related projects. Principg 
speaker at the convention dinner 

be Dr. Charles B. Foelsch of Berkeley 
Cal., president of Pacific Lutheray 
Theological Seminary. 

L. B. life insurance in force now 
exceeds $600 million, an increase of 
70% in the last four years. Assets have 
grown 74% during this period, to 3 
total of more than $100 million. 


100 Storm Victims Get Aid 


Aid in the amount of $4,350 was 
granted to 100 members of Royal 
Neighbors of America who were yiec. 
tims of the tornadoes which struck 
Udall, Kan., and Blackwell, Okla, 
last May 25. 

Immediately after the storms direc. 
tors of the society approved plans to 
provide assistance from its fraternal 
fund. Within 24 hours representatives 
of the society were in both of the 
stricken communities to direct the 
relief for members. Seventy-four 
adult and 26 juvenile members shared 
in the aid. 


Wis. Knights Reelects Slate 


Joseph F. Walsh, Potosi, president 
of the Catholic Knights of Wisconsin, 
and other officers of the fraternal 
were reelected at a two day conven- 
tion in Milwaukee. Named new direc- 
tors were the Rev. Victor Sleva and 
Walter Steininger, both of Milwaukee, 
and Donald Bero, Two Rivers. 














Stock Insurance Company wishes to obtain the services of a 
capable Agency Director to head sales organization in expansion 
program. Successful operation will result in promotion to Agency 
Vice-President. Preference will be given to applicants between 
the ages of 30 and 40 with proved ability in the Ordinary Life 
or Accident & Health field. Successful applicant must be of un- 
questioned character, a leader, a reasonably good speaker, and 
possess an outstanding record of accomplishment in insurance 
sales organization work. Must be willing to be in the field major 
portion of time first few years. Beginning salary $20,000.00 per 
year, plus all expenses incident to the position. Salary will be 
increased in proportion to results. 


Company: Organized 1939; Assets approximately $3,300,- 
000.00: Capital & Surplus approximately $1,700,000.00: Best’s 
rating “A-+-” (Excellent) ; Licensed in 11 states, active in 8 states; 
In excess of 300 licensed representatives on part and full time 
basis; engaged principally in the issuance of non-cancellable 
personal accident (commercial) contracts; also Group accident, 
and small volume Ordinary Life; Present plans to continue 
emphasis on Accident business: direct writing sales force, with 
General Agency plan; highly satisfactory plan for financing new 
writing agents: expansion plan envisages all states in the Union, 
as feasible; For year 1954, Company’s 7 General Agents averaged 
$26,660.00; Full-time agents averaged above $8,000.00: estimated 
premium income for year 1955 in 8 active states will average in 
excess of $400,000.00 per state. 


Write Box H-21, The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, TIl., giving full particulars as to age, educa- 
tion, marital status, address and telephone number, and full 
business experience. A small photograph will be helpful. Inter- 
views will be arranged with applicants of promise. All applica- 
tions will be held strictly confidential and treated with discretion. 














AGENCY COMPTROLLER 


We have an exceptional opportunity in 
Agency finance with an established and 
— company. Prefer man with both 
ie 


WANTED 


and 


An aggressive Home Office Sales Manager by 
a Utah capital stock company specializing in 


TO THE MAN WHO FEELS 
HE'S STANDING STILL... 


Get this clean, fresh, live start 
to permanent success in a 
general agency of your own! 


N E Ww! A _ brand-new, ground floor opportunity with 
an old, established company never before offering 
commercial coverages! 


NEW! Strong vested contract offering high initial 
commissions and liberal renewals, providing a big 
margin of over-write at both ends! 


NEW! 3e the first in your territory to have the same 
receptive open door to sales amply demonstrated 
in the territories where representatives are al- 
ready under way! 


NEW! 


A complete new line of big-value, low-cost life- 
time A&H, Hospitalization, Life insurance that’s 
setting new sales records for agencies just started. 


Ag E Ww! Aggressive home-office help in prospecting and 
lead promotion. 


e If you’re tired of standing still—if you have the ambi- 
tion and know-how to move on up by developing a sales 
organization that can do justice to really choice coverage— 
we have the jet-powered propulsion that will help you get 
there! Write in complete confidence, giving full details in 


Home Office experience. Age 
under 45. Salary commensurate with qual- 
ifications. 


Please send photograph or snapshot and 
complete personal and business history to— 


Robert F. Rosenburg 
Assistant Vice President 
Berkshire Life Insurance Company 


Pittsfield, Mass. 











life insurance. We prefer a man who has had 
experience in both the field and home office. 
Duties require ability to hire, train and super- 
vise agents, also to develop advertising and 
promotion work in the Home Office. Successful 
background with proven ability to recruit and 
train men necessary. When replying, give fulk 
details as to background. Reply fo Box 2460, 
Salt Lake City, Utah. 





first letter. 





Robert W. Lindsley, Director of Sales 
COMMERCIAL DIVISION 


BENEFIT ASSOCIATION OF RAILWAY EMPLOYEES 
Room UO, 901 Montrose Ave., Chicago 13, IIl. 
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Wants Birth Date Agreed on 
When Policy Is Issued 


(CONTINUED FROM PAGE 1) 
puyers the wrong idea of what the 
yariable annuity would provide. 

In his report as president of LAA, 
A, H. Thiemann, 2nd vice-president 
of New York Life, reviewed the year’s 
activities and expressed appreciation 
for the work of his fellow officers and 
committee members. He said that 
despite the increasingly heavy bur- 
dens they bear, “if they were to relieve 
themselves of some of those burdens 
they would also sacrifice a unique 
source of strength in LAA which arises 
from everyone working together on a 
do-it-yourself basis.” 

Hence, as a result of a special study 
made of LAA’s organizational setup, it 
was decided that more would be lost 
than gained if the essential character 
of LAA were to be changed at this 
time. 

“While the subject was thoroughly 
explored and presumably settled for 
the time being, it will undoubtedly rise 
again,” he said. So long as members 
are willing to give freely of their 
time and effort for the benefit of the 
group, it was agreed the present or- 
ganization would appear to be most 
effective.” 

Other talks will be reported in next 
week’s issue. 





To Appear on Telecast 


Bart Hodges, New York Life, Aus- 
tin, will appear on the nationally tele- 
vised program, “‘Tomorrow’s Careers,” 
at 10 p.m. Sept. 24 on station WAAM, 
Baltimore, of the ABC _ network. 

Mr. Hodges joined New York Life 
at Washington, D. C., in 1948 and went 
to Houston later that year. He has been 
with the San Antonio branch since 
January. His father, the late Bartley 
§. Hodges, was with the company 
many years. 





Gerald Bay, 15, and Kirby Bay, 


Committee Named to Dratt 
A&H Advertising Code 


(CONTINUED FROM PAGE 1) 
Sheehan of Minnesota were unable to 
attend. 

Insurance organizations represented 
included Life Insurance Assn., Ameri- 
can Life Convention, Assn. of Casualty 
& Surety Companies, Assn. of Insur- 
ance Advertisers, H&A Underwriters 
Conference, Bureau of A&H Under- 
writers, American Mutual Alliance, 
Life Insurers Conference and Blue 
Cross-Blue Shield. 

It is hoped the advertising code will 
be drafted and in the mails by Oct. 3. 
Another meeting of the group is sched- 
uled for Oct. 11. 

Mr. Pansing reviewed the history of 
the problem and the results of his 
earlier visits to Washington, mention- 
ing that the commitments he obtained 
were largely with Edward F. Howrey, 
who has resigned and been replaced as 
chairman of FTC. Because of this, he 
said, he went to Washington recently 
to determine if there were any changes 
in FTC sentiment. He was able to get 
confirmation of his commitments, he 
reported. 

Mr. Pansing said FTC has assigned 
Charles E. Grandey, head of its bureau 
of consultations, as liaison man to the 
industry in connection with the ad- 
vertising matter. He read a letter from 
Mr. Grandey explaining he did not 
consider it would be “necessary or de- 
sirable” for him to attend the Chicago 
meeting, particularly because it was 
organizational in scope. Mr. Grandey 
noted, however, he has some ideas on 
the subject that he would like to have 
the opportunity to present. 

Mr. Pansing presented his plan at 
the annual meeting of NAIC last June. 
He said at that time FTC had agreed 
to withdraw from the scene if it could 
be shown that the A&H advertising 
problem had been eliminated and a 






12, are pictured signing the first two 
applications for life insurance to be processed in the new Prudential mid- 
America home office building on Chicago’s lake front. Witnessing their 
signatures, from left, are James E. Rutherford, vice-president in charge of 
mid-America operations; Sidney A. Kent, executive director of agencies; 
Maturin B. Bay, manager of Prudential’s ordinary agency in the Field build- 
ing, father of the boys, and Louis N. Varnado Jr., director of agencies. 


perpetuating program entered into that 
would insure the propriety of future 
advertising. 

Paul Watt of Washington National 
was named chairman of the committee 
which is to draft the new ad code. 
Other industry members are Charles 
Dougherty of Metropolitan, J. C. Hig- 
don of Business Men’s Assurance, 
Valentine Howell of Prudential and 
Artemus C. Leslie of Blue Cross-Blue 
Shield. Representing NAIC are Messrs. 
Holz and Gillooly. 

The committee to develop enforce- 
ment procedures is headed by Com- 
missioner Martin, and Director Pansing 
is a member. Representing insurance 
are Joseph J. McGee Jr. of Old Amer- 
ican of Kansas City and Chase M. 
Smith of the Kemper companies. 





See Small Package Groups 


as Big Volume Producer 
(CONTINUED FROM PAGE 1) 
comes the certificate for the individual 


employe. This saves a separate job of 
typing the certificates. 
Another short-cut is cutting down 


the number of classes of employes. 
For example, classes might be limited 
to (a) executive and (b) all other. 


A problem that has already shown 
up as a possible trouble maker is the 
so-called “skimmed” case. That is, a 
company is asked to take a small 
group, down to 10, of top executives, 
in a firm that already has a group 
policy on the rest of the employes, who 
may run to hundreds or thousands. 
Companies have been writing this 
type of group-on-group under the old 
rules but there is somewhat more con- 
cern about anti-selection when the 
number of the “skimmed-off” group 
can be as small as 10. 

States now having legislation per- 
mitting groups down to 10 lives are 
Alabama, Arizona, California, Colo- 
rado, Delaware, Georgia, Iowa, Kan- 
sas, Maine, Maryland, Massachusetts, 
Minnesota, Mississippi, Missouri, Mon- 
tana, Nevada, New Mexico, New York, 
North Dakota, Oregon, Rhode Island, 
South Dakota, Tennessee, Washington, 
and Wyoming. 





America’s Informal Business Capitol 


The Greenbrier’s new West Wing offers groups up to 
1000 the finest and most modern meeting facilities 


to be found. 


The auditorium, the theatre, and various-sized 





smaller meeting rooms provide complete privacy and 
air-conditioned comfort for all types of functions. 
The latest P.A. systems, stage and movie equipment 


(including a CinemaScope screen in the theatre) are 
available. Attentive service is, of course, axiomatic 
at America’s leading resort hotel—The Greenbrier. 


Special all-inclusive Group Rates effective December 1, 1955, to February 29, 1956. 







For complete information, address: 
DIRECTOR OF SALES 





WHITE SULPHUR SPRINGS, 
WEST VIRGINIA 





The applications, for $10,000 each, were signed Sept. 6, the date on which 
Prudential operations were consolidated in the new building on transfer of 
activities from the temporary quarters at 165 North Canal street. The 41- 
story building is the first skyscraper to be constructed in Chicago since the 
early 1930s. Formal dedication ceremonies will be held later. 

Mr. Bay’s agency has grown from an organization with one assistant 
Manager and 11 full time agents to one with four assistant managers and 
21 full time agents since he took over on March 1, 1954. - 





New York, 17 E. 45th Street, MU 2-4300 

Boston, 73 Tremont Street, LA 3-4497 

Chicago, 77 West Washington Street, RA 6-0625 
Washington, D. C., Investment Bldg., RE 7-2642 
Toronto, 80 Richfnond Street, West, EM 3-2693 


Or inquire of Greenbrier offices in: 








XUM 
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Here's Text of Ruling Making Commissions 


on Agent's Own Insurance Subject to Tax 
Regulations 118, section 39.22(a)-2;the fact that an employer and employe 


Compensation for personal services. 
Rev. rul. 55-273 (IRB 1955-19 (16). 

The commissions retained by an in- 
surance salesman in the form of re- 
duced costs on an insurance policy on 
his life and property, which was pur- 
chased from an insurance agency or 
company, constitutes income to the 
salesman. The amount of such com- 
mission retained is subject to with- 
holding of federal income taxes. GCB 
10486, C. B. XI-1,14 (1932), amplified. 

.\dvice has been requested whether 
the commission retained by an insur- 
ance salesman on an insurance policy 
which he purchased on his life and 
property under the following circum- 
stances constitutes income to him 
subject to withholding of federal in- 
come taxes. 

In the instant case, an insurance 
salesman, as an employe of a general 
insurance agency who is entitled to 
commissions on policies which he sells, 
purchased policies for his own protec- 
tion on his life and property through 
the agency for which he works at the 
price charged by the agency for such 
insurance, less the salesman’s commis- 
sion. 

Section 22(A) of the internal rev- 
enue code of 1939, provides in part as 
follows: 

“Gross income” includes gains, pro- 
fits, and income derived from salaries, 
wages, or compensation for personal 
service... 

G.C.M. 10486, C.B. XI-1, 14 (1932) 
holds that a commission retained by an 
agent on his own life insurance policy 
is income accruing to the agent due to 











Among the sons of CLUs and prom- 
inent persons who received the CLU 
designation in St. Louis this year was 
David McCahan, Jr., son of the late 
president of American College of Life 
Underwriters. With Dave is his wife 
Nancy who is daughter of Aaron Fink- 
biner, general agent for Northwestern 
Mutual in Philadelphia. Dave is an 
agent in the Finkbiner agency. 


relationship existed between the agent 
and the insurance company and the 
company was under contract to pay 
the agent commissions on all policies 
secured by him. 

The principles of G. C. M. 10486 
supra, are equally applicable to the 
facts in the instant case. There is no 
real distinction merely by reason of 
the fact here the salesman was an 
employe of an insurance agency rather 
than a direct employe of an insurance 
company. 

The agency was authorized to issue 
insurance contracts for insurance com- 
panies, employed its own salesmen 
and paid them a commission on each 
policy they secured. An employer and 
employe relationship existed between 
the insurance agency and its salesmen 
and the salesmen were entitled to a 
commission as compensation for pol- 
icies sold by them irrespective of 
whether such commission was received 
in cash or in the form of reduced costs 
on policies taken through the agency. 

Also there may be insurance sales- 
men who might be considered inde- 
pendent contractors. These salesmen 
like other insurance salesmen are also 
entitled to a commission on each policy 
secured by them as compensation for 
their services irrespective of the man- 
ner in which received. 

Accordingly, it is held that the com- 
mission retained by an insurance sales- 
man in the form of reduced costs on an 
insurance policy on his life and prop- 
erty, which he purchased from an 
insurance agency or company consti- 
tutes income to the salesman regardless 
of whether the salesman is an employe 
or independent contractor. The amount 
of such retained commission is subject 
to withholding of federal income tax. 





Chicagoans to Fete New CLUs 

Qualifiers for the CLU designation 
will be feted at a joint luncheon meet- 
ing Sept. 19 of Chicago CLU chapter 
and Chicago Life Underwriters Assn. 

In addition, the playlet “Is This 
Your Life?” written by Laflin C. Jones 
of Northwestern Mutual Life, will be 
presented by the Shorewood Players 
of Milwaukee. 


New Handbooks Ready 


for Iowa, Florida 

New Underwriters Hand-Books 
of Florida and of Iowa have just 
been published by the National Un- 
derwriter Co. Each provides com- 
plete and up-to-date information on 
the agencies, companies, field men, 
general agents, groups and other 
organizations affiliated with insur- 
ance throughout the state it covers. 

Copies of either may be obtained 
from the National Underwriter Co., 
at 420 East Fourth street, Cincinnati, 
at $12 each. 

















Frank Cooper, Southwestern Life in Fort Worth, president of Americay 
Society of Chartered Life Underwriters, presides over the annual meeting of 
the Society’s Board in St. Louis. Others shown at the table are (left to right); 
Fitzhugh Traylor, manager for Equitable Society in Indianapolis who was 
elected 1st vice-president of American Society; George Neitlich, manager for 
Metropolitan in suburban Boston who was elected president; Leroy G. Stein. 
beck, managing director of the Society; and Muriel Crudden, executive assist. 


ant. 





——_.. 





Ellis Arnall Heads New 


Columbus Naional Life 

Ellis Arnall, president of Dixie Life 
of Newnan, Ga., and former governor 
of Georgia, has been elected president 
of the newly organized Columbus Na- 
tional Life Insurance Co. of Atlanta 
which was formed by the merger of 
Dixie Life, General Life of Atlanta and 
Columbus National Life of Columbus, 
Ga. 

J. H. MeMurria, who has been chair- 
man of Columbus National Life, was 
elected chairman of the new company. 
Daniel G. Bland, who has been pres- 
ident of Columbus National Life, was 
chosen vice-chairman. 

Also elected were: Willis Edwards, 
executive vice-president, formerly 
vice-president, secretary and treasurer 
of Dixie Life; Albert Klein, vice- 
president and treasurer, formerly ex- 
ecutive vice-president of Dixie Life; 
Ben W. Lacey, secretary; Robert P. 
Boren, comptroller, formerly assistant 
secretary of Dixie Life; Emory P. Eve 
Jr., vice-president, regional agency 
director; C. F. Falconer, vice-president, 
divisional agency director, formerly 
vice-president and agency director of 
General Life; and George M. Graves, 
vice-president, regional agency direc- 
tor, formerly executive vice-president 
and superintendent of agencies of 
Columbus National Life. 

The merger was brought about by 
an exchange of stock. The new com- 
pany has $50 million in force, assets 
totaling $2.5 million and capital and 
surplus of $1 million. It is licensed 
in Alabama, Arkansas, Florida, Geor- 
gia, Louisiana and South Carolina. 





James L. Madden, 2nd vice-president 
of Metropolitan Life, has been elected 
treasurer of American Management 
Assn. for 1955-56. 


















STANDARD LIFE INSURANCE CO. of IND. 


“POCKET LOOK HELPS PoCKETBOOK! 


Our Field Force now has the new “pocket look’’ 


In the agent’s coat pocket is a handkerchief carrying the message 
"Get on Gold Standard” which is embroidered in gold thread. This 
message certainly creates excitement. It should. The Gold ‘Standard 
is the lowest premium ordinary life policy offered by any U. S. com- 
pany! That “look” is putting bigger-than-ever commission checks in 
agents’ pocketbooks! If you're interested in the new “pocket look’’ 


write me. 


GENERAL 
Delawar 


Louisiana 


INDIANAPOLIS, INDIANA 


Pennsylvania °* 
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* Florida * 


Maryland + 


Wary 4. Wade, President 
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Aetna, Phoenix Decline 


To Join Railraod Loan 


Aetna Life and Phoenix Mutual Life 
have declined to participate in a $10 
million loan to New Haven Railroad, 
according to an Associated Press re. 
port from Hartford. 

Travelers, Connecticut General Life 
and Connecticut Mutual Life are 
studying the proposal. John Hancock is 
making arrangements for the loan. 

The federal government has said it 
will guarantee a loan to the railroad 
of the amount it needs to repair 
damage from the recent flood if a 
group of insurance companies will 
provide the money. 

Aetna Life officials would not dis- 
cuss reasons for not taking part in the 
loan. Crampton Trainer, manager of 
the investment department, said, “we 
have declined to participate.” 

Morgan B. Brainard, president of 
Aetna Life, was on the board of the 
railroad under the regime of Frederick 
C. Dumaine Jr., who was ousted as 
president by Patrick B. McGinnis after 
a proxy fight last year. Mr. Brainard 
subsequently resigned his board mem- 
bership, saying he had “no confidence 
in the present management.” 

A. Chandler Ryder, secretary of 
Phoenix Mutual Life, said the com- 
pany has decided not to participate in 
the loan to the railroad because “we 
feel conditions of the proposed loan 
do not entirely meet the desired re- 
quirements of investment of policy- 
holders funds.” 





Aetna Promotes McKeon: 
Wallhauser New Editor 


Harry J. McKeon has been pro 
moted to agency assistant in the life 
agency department of Aetna Life and 
George M. Wallhauser Jr. has been 
named editor of Life Aetna-izer, the 
company’s national monthly magazine. 

Mr. McKeon has served as supet- 
visor of publications in the advertising 
and publicity department and was 
editor of Life Aetna-izer the past five 
years. He previously was with the 
company at New Haven. In his new 
position, he will work on development 
of sales plans and training aids. 

Mr. Wallhauser entered insurance in 
1951 and has been assistant sup’ 
at Philadelphia the past year. 





Pilgrim Nat'l to Write A&S 

Pilgrim National Life of Chicago has 
been licensed to write A&S. It is en 
tering the field with an auto accident 
policy and eventually expects to offer 
a full line of A&S coverages. The com- 
pany was licensed to write life insut- 
ance in 1933. 
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"9' make over 
$14,000 this year” 


Fresno, Cal. 
July 23, 1955 
Mr. George A. Landis, State Manager 
Franklin Life Insurance Company 
a ae ee 530 West Sixth Street 
Los Angeles, California 





Dear George: 


California State Manager It doesn’t seem that less than 22 years have gone 
by since I joined the friendly Franklin. I wish I 
could adequately express my appreciation to you and 
Fabian had only one year the Company. The many important and wonderful 
benefits these 24% years have given me are indelibly 
’ impressed on my memory. 

when he came to Franklin. First—I now realize the true concept of life insur- 
His earnings are already ance from a sales as well as a service viewpoint. 
There is a tremendous difference in our sales ap- 
; proach and technique from that of any other com- 
increasing.” pany. That difference spells success! It is a difference 
in method of merchandising. It is a difference in na- 
tionwide company philosophy. And a great difference 
is that we are not a static company; rather we’re 
teemin§ly alive! 

For the first six months of this year, my income 
is greater than in any full year in my entire business 
career. My renewals in just this short time are aver- 
aging about $250 a month. This year my earnings 
will certainly exceed $14,000. For the first time in 
my insurance career, I have confidence in my ability 
to make the Million Dollar Round Table. 

I have been happier and my family has been hap- 
pier than ever before—all because of my good for- 
tune to be connected with a truly great organization. 
I’m humbly grateful for what this opportunity has 
given me and for what the future holds. 


Very cordially, 
Robert T. Fabian 


George Landis says, “Bob 


of previous experience 


over $1,200 monthly and 
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CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS: 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over One Billion Nine Hundred Million Dollars of Insurance in Force 


STATE FARM REPORT 


Facts of interest from State Farm Life Insurance Company, Bloomington, Illinois, 


affiliate of State Farm Mutual Automobile Insurance Company and State Farm Fire and Casualty Company 
NO. 3 
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STATE FARM LIFE BEGINS 
OPERATIONS IN NEW JERSEY 


State Farm’s first New Jersey office is located in the Styertown development, Clifton, shown above. 





Noted Tax Authority 
Becomes Consultant 
On Estate Planning 


William J. Bowe, Professor of 
Law at Vanderbilt University 
and nationally known author- 
ity and writer on taxes and 
estate planning, has been 
named Tax Counsel for State 
Farm Life’s Legal Department. 

Dr. Bowe has been admitted 
to the Bar in New York, Massa- 
chusetts and Tennessee. He is 
a member of the American Law 


Name New Assistant 
Vice-President for 
Birmingham Office 


James B. Christopher 


James B. Christopher has been 
appointed assistant vice-presi- 
dent of State Farm Life Insur- 
ance Company in the com- 
pany’s Gulf Head Office, Bir- 
mingham, Alabama. 

Mr. Christopher, who joined 
State Farm in 1947 as an under- 
writer, was formerly Director 
of Risk Commitment in State 
Farm’s Pacific Head Office, 


Company opens first 


“GARDEN STATE” office, 


starts appointing 
agents, managers 


Last April, State Farm Life 
Insurance Company offi- 
cially began operating in 
New Jersey under the super- 
vision of Duane M. Paul, 
newly-appointed State Di- 
rector. 

New Jersey, which is now 
being served by State Farm 
Mutual(auto insurance) and 
State Farm Fire and Casu- 
alty Company as well, becomes the 4st state 


in the companies’ expanding operating territo , 


“Our prime objective,” says Mr. Paul, “is 


build a New Jersey agency force second to none 

“The first managers have already been selects 
ed. They are the nucleus of our force, and theif 
first job is to appoint full-time agents, a number 
of whom will be selected as managers at al 


early date. We'll need twenty-five or mom 


managers trained and ready to start organizit 


new territories early next year.” 


Top agent trainer 


Duane Paul started with State Farm as 
agent in 1939. In 1945, after a three year tou 


of Navy duty, he was appointed a District 


Manager in Washington, D.C. 


During his stint as manager, Mr. Paul 
trained many agents who later stepped up 


field management positions. 
The opening of New Jersey is just one ph 


of a long-range State Farm plan for he 
expansion into the eastern seaboard region. — 


Duane M. Pas 


This is another in a series which is published at ¢ 
regular intervals to acquaint you with facts of 
interest concerning State Farm Life Insurance $4 


Berkeley, California. He now replaces Kenneth 
Hunsaker, who has been promoted to Assistant 
State Director of Alabama. 


Institute and Committee Chairman on Draftsman- 
ship of Wills and Trusts, Probate Section, Amer- 
ican Bar Association. 


Company. 





@eeeeeeeeeeeeeeed Socccccccccoosce! 





